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SCRAPERS 


Five Models of FLETCHER Wood Scrapers provide a complete 
range of sizes and prices for any job your customers may have. Ask 
about our economical assortment deal whereby dealers can purchase 
an adequate, but small stock of each. 

FLETCHER Wood Scrapers incorporate many excellent exclusive 
features. Among them are the instantaneous blade release, quick- 
grip holding clamp, extra long blade, and a new type of serrated 
blade. 

The new Model 300 (illustrated) is an all-metal Wood Scraper. 
This is an excellent tool both in appearance and in use. It will sell 
on sight. 

FLETCHER steel biades are made in standard sizes for all 
models. In addition, extra long blades and serrated blades are made 
for Mode's 300, 250 and 225. Display these fine tools. We furnish 
an attractive display. All Wood Scrapers and Blades shipped imme- 
diately from stock on receipt of your order. 


GLASS CUTTERS 


LETCHER Glass Cutters have been making history for nearly 
half a century. They are not ordinary cutters, they are definitely 
precision tools, the kind you are proud to stock and sell. Four-color 
display cartons will attract your customers’ attention and sell many 
additional cutters for you. When you order glass cutters, specify 
FLETCHER. 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


I—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as a central headquarters for 
the industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 
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WHAT is different about today’s market? Simply 

that your customer now has an opportunity to buy 

what he wants, not just what he can get. For you, 

that means SELLING. But—that needn’t be tough the atts 
° 9 alle 

—if you’ve got what he wants. In roofing, asphalt He h 

shingles are first choice by a wide margin—wanted hee 

for good practical reasons. And asphalt shingles have buildin, 

two markets: the sizeable volume of new construction target 

still to come; and the hundreds of homes ready for 

modernization and new roofs. Get your share of both 

markets, make two profits. Be the roofing headquarters 

in your community. Remember: It pays to sell what 

sells. Sell asphalt shingles. 


i Moment: A Re i a , aia pelt A 


SELL FIRE RESISTANCE—Asphalt shingles are a safeguard against SELL ECONOMY —Because of their popularity, and large scale production, asphalt 
fires starting on the roof. Sparks and embers snuff themselves out shingles are low in first cost. Properly applied, an asphalt shingle roof is virtually 
on the fire-resistant mineral granules. service free. 
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"Good Application Makes a Good Roof Better” E ‘ 
contains 24 pages of step-by-step information about ven 
good applicati ti With diagrams. D when 
It’s a useful guide . . . or reminder. Get a free copy a i 
_ from a member company, or write direct. TER comm<¢ 
ASPHALT ROOFING INDUSTRY BUREAU Peete Conde ag rate, 
SELL ADAPTABILITY — Asphalt shingles can be applied on all roof 2 West 45th Street « New York 19, New York : “neta eget cized 
contours and shapes. With attractive colors, patterns, and textures SPONSORED BY 28 LEADING MANUFACTURERS OF ASPHALT SHINGLES ee iw 
they're at home with any style house. SIDINGS * ROLL AND BUILT-UP ROOFINGS : ay. 
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POINTS FINGER 


Whitlock tells who is attacking 
the building industry and how 


IN a recent talk before a joint 
meeting of the New York chapters 
of the Producers’ Council and the 
American Institute of Architects, 
Douglas Whitlock, chairman of the 
Building Products Institute, listed 
names of individuals and groups 
who have been at the forefront of 
the attack on the building industry. 

He hazarded the guess that the 
building industry was picked as a 
target because it is composed of so 


Douglas Whitlock, chairman, Building 
Products Institute 


Many diverse and separated parts 
that coordinated refutations were 
difficult. 

Whitlock noted that “the build- 
ing industry has experienced a 
Worse press in recent years than 
any other branch of U. S. business. 
Even during the last two years, 
When it has added new housing ac- 
commodations at an all-time record 
rate, the industry has been criti- 
cized and even reviled, day after 
day. The criticism has come from 
such varied figures as President 
Truman, Walter Reuther, and Re- 
publican Senator Charles Tobey. 


Bur DING PropucTts MERCHANDISER 











CRITICISM CENTERS 

“The criticism of the industry 
centers for the most part around 
housing and involves charges that 
the industry is backward, ineffi- 
cient, and addicted to horse and 
buggy methods; that it has been 
guilty of jerry-building; that its 
costs are excessive; that it has con- 
fined itself largely to putting up 
high-priced homes, and that it has 
not met the housing needs of the 
public. 

“There is some truth in some of 
the charges—enough to rule out a 
blanket denial. But the building in- 
dustry has been no more guilty of 
such offenses than any other large 
American industry. Why, then, has 
construction been singled out for 
special criticism? 

“The answers are varied and 
complicated. They involve emo- 
tionalism, inflationary government- 
al credit policies, politics, mis- 
guided planning by the Administra- 
tion, and the industry’s own failure 
to safeguard its public relations. 


BASIC ATTACK 

“Basically, the attack on the con- 
struction industry has been in- 
spired by the fact that its principal 
product—housing—is one of the 
three basic necessities. Typically, 
housing takes as large a chunk of 
the family budget as does food. But 
food, which has risen much further 
in price than construction, is pro- 
duced by farmers—millions of 
them—and farmers seem to be ex- 
empt from mass criticism. 

“Construction, on the other hand, 
is carried out by businessmen, and 
some of the businesses are large 
ones. Thus, construction is a na- 
tural target for anti-business 
groups and for those who for one 
reason or another seek to discredit 
and dismember the private building 
industry. 

“Because of its great importance 
to family life, people can and do 
get all worked up about housing 
costs or shortages, whereas the 
high cost or shortage of radios or 
automobiles or sport coats is irri- 
tating but not basic. 

“The critics who have taken full 
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advantage of the emotional aspect 
of housing, in order to discredit the 
building industry, fall for the most 
part into these groups: 

—The CIO, which plays second 
fiddle to the AFofL in housing 
construction and wants to turn 
the tables. 

—Individuals who hope to estab- 
lish permanent and well paid 
careers on the public payroll 
as professional public housing 
administrators at fancy sala- 
ries. 

—Politicians who see in housing 
a means of appealing for votes 
of low-income families, which 
are greatly in the majority. 

—Certain so-called fair-dealers 
who, for one reason or another 
seek to socialize or regiment 
the United States and see in 
construction a large and impor- 
tant. segment of the economy 
to take over.” 

Whitlock gave two examples 
where these groups used all the 
tools of propaganda to undermine 
public confidence in the housing in- 
dustry. 

The first occurred immediately 
after the war, when the public was 
led to believe that housing would 
be produced much faster than was 
possible. The industry was then 
accused of being backward during 
the lag when production caught up 
with war-engendered demands. 


PUBLIC HOUSING 

The second example has been the 
case of public housing. Because in- 
dustry has opposed the entrance of 
government into housing, oppon- 
ents of housing industry bent every 
effort to make the public believe 
that private interprise was opposed 
to housing for low income groups. 

Whitlock called attention to the 
fact that Construction Industry In- 
formation Committee has succeeded 
in having published in the press 
thousands of stories to make the 
public better informed on these 
issues. 

It goes without saying that 
whatever each dealer at the local 
level can do to back up the CIIC 
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in enlightening the public on the 
real housing situation, will help not 
only the whole building industry, 
but individual dealers as well. 


100,000 STARTS 

June home building beats figures 

for same month last year—record 

HOMEBUILDERS scored a new 
record for this year by putting 
100,000 new permanent nonfarm 
dwelling units under construction 
during June, the U. S. department 
of Labor’s Bureau of Labor Statis- 
tics, announced recently. This pre- 
liminary estimate places June hous- 
ing starts 5,000 above the May total 


and 2,200 above June, 1948. Last 
year, a peak of 100,300 units was 
reached in May. 

Preliminary estimates of hous- 
ing activity for the first 6 months 
of 1949 show 450,800 new dwelling 
units put under construction, com- 
pared with 477,600 for the same 
period in 1948. Late reports of 
March, 1949, housing activity have 
raised the total for that month to 
69,400, an addition of 7,400 units. 

Included in the 1949 January- 
June total are 20,200 publicly 
financed units, almost entirely 
State and locally financed. For the 
same months in 1948, publicly 
financed housing totaled 6,000 
units. 

A drop in 1-family starts ac- 
counts for the lower rate of home- 





PAUL BUNYON IS FAVORITE AT RAILROAD FAIR 





A TOWERING Paul Bunyon, legendary lumberjack, two stories high and described as 
the largest animated figure ever constructed, is a feature of the Chicago and North- 
western Railway exhibit at the 1949 Railroad Fair in Chicago. Bunyon is in the pro- 
portions of a man 35-feet tall. He is garbed in typical lumberjack clothes and seated 
on a giant stump. Through a complex system of microphones, he has been given the 
power of speech to tell of his numerous famous exploits in the North Woods. He can 
also move his head, lips, eyes, and arms. Bunyon, long a giant in the lumber industry, 
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is now becoming a familiar figure to tens of thousands of Fair visitors. 






building for the early part of this 
year. Apartment house construc- 
tion is booming in most sections of 
the country, having been supported 
largely by the insured mortgage 
provisions of Section 608 of the 
National Housing Act. Comparing 
the first quarter of 1948 and 1949, 
the volume of rental-type units (2. 
or-more family structures) is 4 
percent higher this year, but 
1-family starts are 8 percent lower. 
On the basis of local permits is- 
sued, it appears that second-quar- 
ter data, when available, will show 
a much larger increase in rental 
housing. 

Telegraphic reports of local 
building permits issued in prin- 
cipal cities of the country show in- 
creases in most sections of the 
country for new dwelling units au- 
thorized. Most of the rise was in 
the southern States, and is credited 
to the large volume of apartment 
house construction authorized. 
Among the places reporting sub- 
stantial increases were those in the 
Washington, D. C. and Philadel- 
phia, Pa. areas, and in Miami 
Beach, Fla.; Chicago, Ill.; New Or- 
leans, La.; Charlotte and Greens- 
boro, N. C.; and Dallas, Texas. 


COAST LUMBER PICTURE 


Production, orders run slightly 
behind 26 week period in 1948 


MILL stocks at West Coast 
Douglas fir sawmills dropped about 
80 million feet in June below May 
record postwar totals of 1,011,833,- 
000 board feet, according to Harris 
E. Smith, Secretary of the West 
Coast Lumbermen’s Association. 
Douglas fir lumber production for 
the first six months of 1949 is 423 
million feet below 1948 output and 
189 million feet below 1947 cut, 
Smith said. 

Lumber shipments, orders and 
production have been almost iden- 
tical for the first six months of the 
year, Smith said. Douglas fir saw- 
mills have taken 4,095,499,000 
board feet of orders; have pro- 
duced 4,080,247,000 board feet and 
shipped 4,137,991,000 board feet 
through June 30. 


STOCKS LOWER 

Mill stocks at the end of June 
stood at 932,277,000 board feet 
compared to the record postwar 
May totals of 1,011,833,000 board 
feet, the lumber executive pointed 
out. During June lumber ship- 
ments outstripped both production 
and orders. Shipments for June 
averaged 174,889,000 board feet 
weekly as compared with 159,832,- 
000 board feet average weekly pro- 
duction and average weekly orders 
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of 155,832,000 board feet. 

Smith said lumber production 
for July would be affected some- 
what by the vacation shutdowns of 


a number of sawmills. Some mills 
gave their crews vacations prior to 
July Fourth holidays and some are 
taking vacation periods following 
Independence Day. 

WEEKLY AVERAGES 

The weekly average of West 
Coast lumber production in June 
was 159,832,000 b.f. or 106.9 per- 
cent of the 1943-1948 average. Or- 
ders averaged 155,141,000 b.f.; 
shipments 174,889,000 b.f. Weekly 
averages for May were: Production 
172,269,000 b.f. (115.2 percent of 
the 1943-1948 average). Orders 
157,860,000 b.f.; shipments 170,- 
028,000 b.f. 

Twenty-six weeks of 1949 cumu- 
lative production 4,080,247,000 b.f.; 
twenty-six weeks of 1948, 4,444,- 
121,000 b.f., twenty-six weeks of 
1947, 4,269,584,000. 

Orders for twenty-six weeks of 
1949 break down as follows: Rail 
2,656,393,000 b.f. Truck 198,539,- 
000 b.f. Domestic cargo 642,117,- 
000 b.f. Export 188,893,000 b.f. 
Local 409,557,000. 

The Industry’s unfilled order file 
stood at 405,502,000 b.f. at the end 
of June. Gross stocks at 932,277,- 
000 b.f. 


BRICK RESEARCH 


Program is aimed at study of 
end uses of brick and tile 


A million-dollar program of re- 
search in brick and tile has been 
launched by the clay products man- 
ufacturers in the United States and 
Canada it was announced recently 
by W. J. Goodwin, Jr., President of 
the Structural Clay Products In- 
stitute. 

“The nation’s brickmakers have 
pledged more than $250,000 a year 
for a five year long range, indus- 
try-wide research program,” Mr. 
Goodwin stated. “The research will 
be concentrated on end-use of struc- 
tural clay products. 

“First step in establishing the 
research organization is the elec- 
tion of a Research Board of Man- 
agement. Ballots have now been 
sent to subscriber manufacturers 
for the election of the 18-man di- 
recting board. 

“So far, manufacturers in all 
parts of the United States have 
signed contracts to participate in 
the research plan. The Brick and 
Tile Manufacturers Association of 
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REDWOOD PLYWOOD 





THE initial carload of redwood plywood 
to reach the Chicago market from the 
new plywood plant of the M and M Wood- 
working in Eureka, California was un- 
loaded recently at the Chicago warehouse 
of National Plywoods, Incorporated, area 
distributors for the new product. Shown 
in the photo inspecting the plywood are 
(left) T. H. Hammer, general manager 
of National Plywoods, and W. E. Gorman, 
factory representative for M and M. 
Gorman pointed out redwood plywood 
has many uses in the home, on the farm, 
and in industry. He emphasized its 
strength and long-lasting qualities. 





Canada has also indicated its sup- 
port of the program. 

“The quarter of a million dollar 
yearly expenditure was  recom- 
mended to the industry in October, 
1948, by Arthur D. Little, Inc., in- 
ternationally known industrial re- 
search analysts. This reeommenda- 
tion was accepted by the Board of 
Directors of Structural Clay Prod- 
ucts Institute, and a subscription 
campaign for the necessary funds 
has been successfully conducted 
during the first half of 1949. 

“The initial meeting of the new- 
ly formed Research Board of Man- 
agement will take place in late 
summer, or as soon as elections are 
completed.” 


PEAK EMPLOYMENT 


August to see 2!/3 million 
at work on construction jobs 


A mid-year review of construc- 
tion prosects for 1949 reveals 
that labor requirements for new 
construction will probably reach 
peak in August, when construction 
contractors are expected to have 
around 2-1/3 million employes at 
work on new projects, the U. S. De- 
partment of Labor, Bureau of La- 
bor Statistics, announced recently. 
The Bureau noted that the antic- 
ipated employment peak for 1949 
will exceed last year’s August peak 
of 2,253,000, and will represent a 
gain of about 300,000 from the 
May, 1949, employment estimate. 
Residential building is expected to 
account for about a third of all 
employes working at the site of 
new construction in August. 
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Construction activity, as meas. 





ured by the total value of new pub. B 





lic and private work put in place, 
may result in a new dollar-volume 





record of $19 billion in 1949, ac. f 





cording to joint estimates of the 
Departments of Labor and Com. 
merce. Although this represents 
but a slight increase in dollar vol- 
ume over the $18,775-million total 
for 1948, it reflects a somewhat 
larger rise in physical volume in 
view of declining trends in costs 
and profit margins, plus a probable 
improvement in productivity. 

The high expenditure total now 
expected for 1949 construction ac- 
tivity results principally from ex- 
pansion by privately owned public 
utilities, and the growing inm- 
portance of public construction, 
financed mainly by State and local 
governments. 

PRIVATE CONSTRUCTION 

Total private construction actiy- 
ity is estimated at $13,825 million 
for 1949—5 percent under the 1948 
total, with reductions occurring in 
the dollar volume of both residen- 
tial and nonresidential building. 

Private nonfarm homebuilding 
this year is expected to remain at 
the $6,500-million level earlier an- 
ticipated—10 percent under last 
year’s dollar volume but well in ex- 
cess of that for the postwar years 
1946 and 1947. Also remaining 
unchanged at this time is the Bu- 
reau of Labor Statistics’ earlier 
estimate of 875,000 new permanent 
nonfarm dwelling units to be 
started in 1949, compared with 
the 931,300 started in 1948. Around 
30,000 of the 1949 housing starts 
will be publicly financed, the ma- 
jority by State and local housing 
authorities. 

Anticipated private expenditures 
of $1 billion for industrial con- 
struction are 28 percent less than 
in 1948, with a smaller drop to 
$1,125 million for commercial con- 
struction. However, large expendi- 
ture gains are in view for other 
private nonresidential construction, 
mainly churches, hospitals and in- 
stitutions, and recreational facili- 
ties. Also, expanded construction 
programs of privately owned public 
utilities, chiefly electric. light and 
power, and gas, are expected to re- 
sult in an 8 percent increase this 
year to $3,525 million. 

Pronounced gains in most types 
of public construction, except mili- 
tary and naval, will contribute to 
the $5,175-million total expected 
for 1949, a jump of 23 percent over 
1948 estimates. Almost half the 
rise in public work this year will 
result from hospital and school 
construction. 
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LEGISLATION: Public housing in the low-rent 
class will get the first nod, under the Housing Act 
of 1949. A couple of reasons for this priority: In the 
first place, slums can't be cleared until slum dwell- 
ers are moved out and rehoused. Then this slum- 
clearance work is new to Uncle Sam. He’s supposed 
just to help cities with the job; and the idea is that 
most of the undertaking will be accomplished with 
private capital. 


SLUM CLEARANCE, so Federal housing people 
say, isn't likely to get much of a start until the 
second year of the program comes along. Cities in 
which it’s done are due for much preparatory work 
—organizing, planning, climbing through the maze 
of Federal and local laws—before the first fire trap 
is knocked down. This clearance isn't likely to mean 
much business to local dealers. Low-rent housing 
may. But it'll be centered mostly in cities. 


HOUSING MARKET, according to the Federal 
Reserve Board, is about as good as it was a year 
ago. In fact the demand for houses looks to be 
larger than the number of units likely to be built 
this year. Quite a lot of people, tentatively in the 
market for houses and able to finance such pur- 
chases, rather expect that prices will decline a little. 
So they're waiting. 


PROSPECTIVE CUSTOMERS with incomes above 
$3,000 a year—the dividing point generally used by 
real estate analysts in estimating future markets— 
are as numerous as last year and rather more intent 
upon buying or building homes. Automobile econ- 
omists are saying the number of families with in- 
comes that put them tentatively into the new-car 
class is larger this year than last. 


CUSTOMERS: If the above statements about the 
number of customers for new houses and new cars 
don't seem to square with rising unemployment, 
note that many of the unemployed seldom were in 
a position, at best, to buy new cars or new houses. 
At present, 30 percent of prospective home buyers 
expect to spend $10,000 or more; the largest per- 
centage in this bracket for several years. 


MORE HOUSING LEGISLATION: Congress has 
acded another half-billion dollars to the funds of 
he Federal National Mortgage Association for the 
chase of government insured or guaranteed 
rtgages, on houses costing up to $10,000. Funds 
© such purchases had declined to about forty mil- 
ion dollars. Chairman Spence of the House Bank- 
committee thinks this addition should make 
possible the building of 50,000 more privately- 
Cwned units. 
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SPARKMAN BILL: Senator Sparkman, of Ala- 
bama, has introduced what is called a ‘Single 
Package Private Housing Bill’ that includes what 
the Senator thinks are the good features of ten or 
fifteen other housing bills now before Congress. 
Its index number is 8S. 2246. Better remember the 
number. Little chance of enactment at this session; 
but there may be House committee hearings, and 
the bill is apt to be the basis of future legislation. 


PROVISIONS: The Sparkman bill has some fac- 
tors which the industry likes; such as a long exten- 
sion of Title I, a new type of insurance under that 
Title and various other things that are acceptable. 
The objection of the NRLDA is the obvious begin- 
nings of direct Federal loans for house and apart- 
ment construction. The Association fears this will 
spread in time to complete government authority 
over the financing and construction of housing. 


THE ADMINISTRATION at long last has quit fight- 
ing inflation; at least for now. The President 
couldn't resist taking a crack at his old slugging 
opponent, the 80th Congress. He went on to sug- 
gest advance planning of public works, and he in- 
vited Congress to find some money for that purpose. 
He also named John Steelman co-ordinator of gov- 
ernment procurement programs, to channel Federal 
purchases into areas where unemployment be- 
comes serious. 


THIS ASSIGNMENT could be a whopper. Fed- 
eral and local governments spend a total of close 
to sixty billion dollars a year; and if Steelman can 
direct any considerable part of this mazuma to 
trouble spots the effect, in Hollywood terms, might 
be supercolossal. No added appropriations are 
planned; just redirection. Sure enough, the areas 
that lost those expenditures will be sure to do some 
high hollering. You just can't win, seems like. 


EXCHANGE CRISIS in Europe is causing difficul- 
ties for U. S. exporters; since foreign trade restric- 
tions are breaking out among our overseas neigh- 
bors like measles in the kindergarten. Mat Niewen- 
hous, chief of the lumber branch of the ECA, has 
been in Europe trying to find out how much lumber 
the Marshall Plan countries want. Practically all 
have put lumber far down the purchase list. Hard- 
wood exports have been seriously hurt. 


THE UPTURN? Quite a number of developments 
in the business world seem to indicate that maybe it 
isn't a depression, after all. Nonferrous metals, a 
pretty good index, are rising in price. Textile de- 
mand has increased, and business inventories are 
at about last year’s levels. 
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TPONDEROSA PINE, — PINE, WHITE FIR, DOUGLAS FIR, INCENSE CEDAR 


Tarter, Webster & Johnson has 
long been known as a reliable ship- 
per of California lumber products. 
Many buyers depend on this or- 
ganization for their entire require- 


Join the long list of satisfied 
customers who prefer the Tarter, 
Webster & Johnson assortment of 
well manufactured products. 


OUR SPECIALTIES 


Pine and Fir Boards and Dimension 


Pine, White Fir and Douglas Fir 
Mouldings 


Top Quality Ponderosa Pine Doors 


White Fir Selects, Shop, Common, 
Dimension 


Ponderosa, Douglas Fir and White 
Fir Cut Stock 


@ Quality Raw Materials 
@ Experienced Organizations 
@ Standard Manufacture 
@ Satisfaction Assured 


ADDRESS YOUR INQUIRIES TO— 


NO. 1 MONTGOMERY ST., SAN FRANCISCO, CALIF 
P. 0. BOX 1731, STOCKTON, CALIF. 























































Deep in the forests of North Idaho, a jammer—' ‘workhorse 


| Sits WOODS 


IDAHO WHITE PINE 
PONDEROSA PINE 
ENGELMANN SPRUCE 
INLAND RED CEDAR 
FIR AND LARCH 


% MOULDINGS 

% FRAMES 

% CUT STOCK 

% CUT-TO-LENGTH 
TRIMS 


— Sales Office — 
449 Peyton Building 
P. O. Box 1290 
Telephone MAdison 0121 
SPOKANE, WASHINGTON 





of the woods"—handles a giant white pine log. 


PACK RIVER SALES a 


Representing 





Pack River Lumber Co., Sandpoint, Idaho 
Northwest Timber Co., Gibbs, Idaho 
Thompson Falls Lumber Co., Thompson Falls, Mont. 
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WE'VE GOT IT! 





See the article, "How the Housing Act of 1949 
May Affect Your Business," page 25 





The latest bout between private building en- 
terprise and the Public Housers was won by 
the latter on points 209 to 204—a slender 
margin indeed! 


The “winnah” this time is the socialist group 
in the Public Housing corner. 


All honor to the 204 real Americans in the 
House who put principle above self. Bitter con- 
demnation to the 209 who puts votes above 
principle. 


In passing out the brickbats and votes, we 
shouldn’t overlook the Senate majority who 
voted for this Bill. 


There will be other bouts and other victors 
if we in the private enterprise corner train hard 


enough! The runners-up have a lot of fight 
left. 


Between now and the next bout, in Novem- 
ber, 1950, it would appear that the Public 
Housing Bill will have little effect on lumber 
and building products merchants as a whole. 


In a certain few metropolitan areas rapid 
action will be had in getting public housing 
units started under the Bill. 


(It is estimated that 50,000 such units will be 
started the first year.) 


The Chicago Housing authorities are reported 
to be readying a 40,000-50,000 unit program, so 
it is evident that a very few cities will absorb 
the 135,000 units per year authorized, at least 
for the first year or two. 


Construction will be had under private enter- 
prise contracts, so dealers in larger centers will 
be interested in securing an opportunity to 
submit material and supply bids at the proper 
time. 


Altogether there are some 450 Housing Au- 
thorities in the country qualified to undertake 
projects under the law. 


Dealers in localities where these Public Hous- 
ing Authorities can function should keep in 
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LET'S MAKE THE BEST OF IT! 


close touch with developments. Most of the 
public housing developments in smaller cities 
will be garden-type apartments so dealers with 
contract departments can bid on contracts as 
well as materials. 





The slum clearance provisions of the Act will 
hold little opportunity for dealers for some 
time to come as these projects will be very slow 
in developing. 





The National Retail Lumber Dealers Associa- 
tion and the Lumber Dealers Research Council 
will be in close touch with research develop- 
ments under the Act and will secure for dealers 
and their customers any accruing benefits. 





For the rank and file of lumber and building 
products merchants the one Title in this Act 
which might develop profitable business on a 
wide-spread basis will be the farm construction 
program. 


A key factor in the administration of this 
Title will be the agricultural department’s 
county agent. As most dealers work closely 
with their county agent, such dealers will be in 
contact with sales and service opportunities. 





AL&BPM will keep in closest touch with de- 
velopments and these pages will keep dealers 
continuously informed of their interests. 


EDITOR. 
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How to CRACK the CRACKED CEILING MARKET 


LOOK AROUND YOU! Cracked 
Ceilings Are Everywhere! 





There are hundreds right in 
your community! 


And many owners of these 
cracked ceilings will repair them 
just as soon as you show them 
how to avoid the dreaded ordeal 
of replastering—how to get a 
permanently crackproof ceiling in 
a few hours with Upson Kuver- 
Krak Panels. 


Want proof? Run an ad in 
your local paper—and prove to 
yourself that you can do a good 
business on Upson Ceilings. We’ll 
supply you with mats of hard 
hitting advertisements, that tie- 
in with our big national advertis- 
ing campaign in leading consumer 
magazines. 

Using Upson Kuver-Krak 
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with UPSON LAMINATED PANELS 


A\\\ ANNNAAAMNAY ‘ 


Amazing Upson Floating Fastener eliminates 
visible face nailing. Designed to compensate 
for normal structural movement. 











Panels, carpenters can re-cover 
ceilings without removing plaster. 
No irritating delays—waiting for 


Panels, on Upson Floating Fas- 
teners, on nails, mouldings and 
paint you carry in 


wet materials to dry out. Your stock. WW 
customers get ceilings with real Thousands of Mecce 


UPSON 


LAMINATED 


decorative interest. Patterns! 
Attractive shadowlines! 


And you make a profit five 
ways! On Upson Kuver-Krak 


Upson Ceilingshave 
been installed this 
year for satisfied 
customers. 


PANELS 





Ce ee ee eS ee eo ae comme ene cone ce me Sn a ee ce cm eee ee etetenientnrremmnececonteg | 


& 
: SEND THIS COUPON TODAY AND GET STARTED! 

THE UPSON COMPANY 557 Upson Point, Lockport, 
| 
| 
| 





New York. I’m ready to go after business in cracked ceilings. Please have 
your territory representative call. 
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How the Housing Act of 1949 
May Affect Your Business 


Dealers may still hold the 
balance of power at the local 
level; here’s a closeup of the 
situation from the standpoint 
of the building materials 
merchant 





Read the editorial on the Housing 
Act, “We've Got It! Let's Make 
the Best of It!" page 23 





By Robert Y. Kerr 
Washington Editor 


HE LIGHT CONSTRUCTION 

industry opposed a good many 
provisions of the Housing Act of 
1949; but now that the bill has 
been signed by the President and 
is in effect, dealers naturally are 
asking in what ways they can make 
use of its provisions in aiding their 
customers and expanding their 
sales. 

These questions are not too easy 
to answer right now. But the re- 
tailer who wants to come in under 
the law may well note a few pre- 
liminary suggestions. 

The first is patience. This is a 
long-range housing act and it can’t 
be drawn on, right now, like a 
checking account. Much prelim- 
inary high-level organization work 
must be done in Washington, and 
much operating machinery must be 
set up in local communities before 
the actual projects can get going. 

When the President signed the 
law, he said Congress would be 
asked at once to make the first 
year’s appropriation for the pro- 
gram. Well, it’s an old Congres- 
sional custom to do things like 
this in two hitches. Congress 
passes a bill, authorizing a proj- 
ect; then, when it gets good and 
ready, it appropriates the neces- 
sary money. The Housing Act of 
1949 mentions most impressive 
sums, but it doesn’t actually ap- 
propriate a cent. That'll be done, 
if it is done, in a separate bill; one 
that must be considered and re- 
ported out by other committees. 

It’s probable that Congress will 
appropriate at least enough money 
ts start the business and to keep it 
running until next January when 
the second session will assemble. 


. 
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STILL ANOTHER measure passed by Congress is intended to maintain a high level 





of private home construction by increasing the market for mortgages. It raises to 
$1,500,000,000 the authorization for Federal purchases of mortgages from private lend- 


ers on homes costing up to $10,000. 


The legislative calendars, as of 
now, are badly crowded with a lot 
of appropriation bills coming ahead 
of this one, and with adjournment 
likely to occur about the middle of 
August. It used to happen, when 
Congress passed a bill and neg- 
lected to make an appropriation, 
that the President would look 
around for some Federal money 
that was earmarked for another 
purpose but that wasn’t actually 
working; whereupon he’d sort of 
borrow it for the time. 

But this old method seems to be 
out. At the offices of the Housing 
and Home Finance Agency your 
correspondent was told that, with- 
out a specific appropriation, there 
couldn’t be a program. The Ad- 
ministrator of the H&HFA, Ray- 
mond M. Foley, who is to head up 
the big programs under the Hous- 
ing Act, might work out some top- 
level reorganization plans. But 
actual slum clearance, low rent 
housing, farm-building construc- 
tion loans, and the big research 
project, call for actual cash and 
lot of it. 

Some Congressmen opposed to 


public housing have talked about. 


trimming the appropriation down 
to sapling size or of neglecting to 
vote it at all. But the bill passed 


Congress with a wide enough mar- 
gin to make fairly sure that the 
Hill will find some money for it. 
The Administrator says he expects 
to get going on 50,000 low-rental 
units the first year. That isn’t the 
prorated share of 810,000 such 
units in six years; but, considering 
the preliminary labor of getting all 
the housing agencies lined up in a 
row and of getting the necessary 
local housing authorities going, it 
would be a good record. It is ex- 
pected that nearly all these units 
will be started in large cities. 

The Act authorizes Federal loans 
—and note that they are loans and 
not grants—to build these affairs. 
The rent subsidy, of course, comes 
after the housing is built; and to 
pay this subsidy Congress has au- 
thorized an expenditure of $308,- 
000,000 a year for the next 40 
years. Housing officials say this 
is a larger sum than will be needed. 

There are six States that have 
passed no laws permitting the set- 
ting up of local housing authori- 
ties; presumably because these 
States don’t want or need such 
help. They are Oklahoma, Kansas, 
Iowa, Wyoming, South Dakota, and 
Utah. Established local housing 
authorities, set up after the first 

(Continued on page 62) 
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A Lumberman’s Wife 
Builds A Home 


An Illinois housewife proves that lumber—an 


age-old building material—is fully adaptable 


to today’s demands for modern design and 


living. 


N Palos Park, Illinois, stands a 
new house as modern as tomor- 
row in conception. Its picture 
windows, radiant heating in the 
floor, utility room, and labor sav- 
ing kitchen and laundry equipment 
mean ease of living. The single 
floor plan and open traffic ways be- 
speak convenient living. Yet it is 
the beauty and warmth of wood 
that make the dominant and last- 
ing impression. 

It was natural that Felix R. 
Slimmer, a Chicago lumber whole- 
saler, should use wood in building 
a new house, but it was his wife, 
Mrs. Slimmer, who took five species 
and many patterns of time-tested 
lumber and wove them together 
with modern design and labor sav- 
ing devices to create a model home 
for gracious living. 

The predominant interior wood 
is white pocket fir, which has re- 
cently been introduced as decora- 
tive paneling stock. This wood 
highlights pecky-type silver spots 
in varying degrees of size and con- 
centration, some heart wood, and 
individual variations of grain and 
texture. Waxed, it has a lively 
glow that catches and reflects the 
light in warm patterns. 

Mrs. Slimmer used white pocket 
fir in the living room, dining room, 
hallways, and for cupboards, doors 
and wardrobes. By running the 
pattern stock in both vertically and 
horizontally in the living room (see 
photo) she obtained individuality 


TOP: Mrs. Felix R. Slimmer welcomes 

neighbors who call to see new home 

which features wood. The front door was 

designed by Mrs. Slimmer and finished 

with white pocket fir panel stock set a 45 

degree angle. ae wood is used on 
walls. 


CENTER: A closeup in dining room 

shows birch veneer flush doors set to 

slide into wall recesses. Mrs. Slimmer 
thinks highly of this arrangement. 


BOTTOM: A portion of the living room. 

Ceiling beams are made from long leaf 

pine. Ceiling material is cedar. Wood is 

polished to reflect light coming in 
through picture window. 


of appearance while maintaining 
dignity and restraint. The pleas- 
ing surface designs of white pocket 
fir aid greatly in bringing warmth 
and cheerfulness to the room. 

Mrs. Slimmer designed and spec- 
ified the front door, the cupboards 
and wardrobe closets as they ap- 
pear in the pictures. Here again, 
the silver specks and grain pat- 
terns give the appearance of rare 
woods, while keeping the warmth 
that comes from soft wood texture. 

White pocket fir—variously called 
driftwood and conky fir—is a tight 
grained wood cut from old growth 
west coast fir. It is carefully se- 
lected for appearance and then run 
to panel stock as illustrated in the 
pictures. 

Although white pocket fir pre- 
dominates in the decorative scheme 
of the house, four other species of 
wood play a large part in the over- 
all appearance. The living room 
beams, as well as other structural 
members of the house, are long 
leaf pine. 

The living room ceiling (see pho- 
tos) is made of red cedar ceiling 
stock. It blends in beautifully with 
the other woods in the room. Ceil- 
ings in other rooms are carried out 
with white pocket fir paneling. 

The exterior views of the house 
(see cover also) show how a proper 
use of wood helps to fit a house 
gracefully and unobstrusively into 
its surroundings. The horizontal 
siding is red cedar run to a log 
cabin pattern. Its perfect adapta- 
tion in this case to a permanent 
home, indicates possible increased 
use of log cabin siding patterns for 
this market. 

The roof covering is traditional 
red cedar, in this case shakes espe- 
cially hand hewn to Mrs. Slimmer’s 
specifications. The ridge roll is 
made up of wide, matched cedar 
boards—a wood house topped off 
with wood. All frames are also 
constructed of red cedar. 

The wide, overhanging eaves are 
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boxed in on the exposed portion un- 
derneath with pecky cypress. 

Pecky cypress was also used on 
the walls of the library, which does 
double duty as a guest room. 

Mrs. Slimmer is especially en- 
thusiastic about the adaptability of 
wood in building a home. She 
found that her ideas were easy to 
put into effect. As an example, the 
front door was originally built up 
with the panel stock running hori- 
zontally. When she decided the 
effect would be more attractive to 
run the panel stock at a 45 degree 
angle (see photo) it was an easy 
matter to change. 

While the keynote of the Slim- 
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mer home is wood, other materials 
lend contrast. Three walls and the 
ceiling of the master bedroom are 
finished with a smooth, off-white 
plaster coat. The floors through- 
out are laid with asphalt tile. The 
tile was applied with mastic di- 
rectly over a concrete deck which 
contains the radiant heating pipes. 

The end of the living room con- 
taining the fireplace is built up en- 
tirely of a light colored stone which 
helps emphasize the warmth of the 
wood ceiling, beams and paneling. 

An inspection of this modern 
new home brings a number of 
thoughts to mind. Not the least of 
which is the realization of how 
wood, in all its various species and 


et | 


\ 


SA 


patterns, is so readily adaptable 
to the latest ideas in home design. 
It is equally at home when used 
in conjunction with all the new 
labor saving devices that make 
housekeeping easier. 

Another recurring impression is 
the way wood, creatively used and 
properly installed and _ finished, 
gives this spanking new house an 
immediate feeling of liveability and 
comfort. The most immediate im- 
pression is how a new wood prod- 
uct—white pocket fir—takes its 
place naturally and unassumingly 
among older woods to bring glam- 
our, beauty and warmth to interior 
home decoration. 
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Make it easy with expert advice and encour- 
agement and people will build their own 
homes. Whiting-Mead Co., San Diego, Calif., 
can prove that point with over 200 case his- 





tories from their office files 








ANY HOME PROSPECTS, if 
properly advised and encour- 
aged, will build their own homes. 

That is what Whiting-Mead Co. 
in San Diego, Calif., has discovered 
in the last 18 months, somewhat to 
its own astonishment. Consequent- 
ly, its Home Builders’ Service De- 
partment, which caters entirely to 
the consumer, may be the de- 
partment most responsible for 
maintaining sales volume in these 
uncertain times. 

The astonishing success of the 
Build-It-Yourself program can be 
credited to H. L. and Glen Miner 
and the enthusiastic support of 
ex-GIs, who comprise most of the 
working crew in this department 
under the supervision of Richard 
F. X. Smith, an _ ex-contractor. 
Here are two key points in the pro- 
gram: 

1. Constant supervision through- 
out the construction period by 
weekly on-the-spot home checks by 
Whiting-Mead trouble shooters. 

2. Sale and installation of plumb- 
ing and electrical fixtures. 

OVER 200 SALES 
When the project started, Whit- 


TWO MODEL HOMES (above) near 
company’s main store in San Diego attract 
hundreds of prospects. One-salesman is 
on the job to answer inquiries. 


DISPLAY WINDOW in one of the Whit- 
ing-Mead Co. stores is devoted to pro- 
moting the Thrift Cottage. Model home, 
spotlighted, is mounted on a revolving 
turntable. 


FLOOR PLAN of Budget Home No. 2, a 
two-bedroom house. Materials, including 
plumbing and electrical fixtures furnished 
and installed, total $3,690. 
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DINING ROOM 
8-6x8-0 


KITCHEN 


10-3 7-6 





LIVING ROOM 
13-6 4 /5-O 





ing-Mead executives believed they 
might sell as many as 15 bills of 
material for the Thrift Cottage, 
their first model. In the past 18 
months they have sold well over 
200. 

The Home Builders’ Service De- 
partment, which started as a con- 
sultation center for home builders, 
has expanded from three to nine 
men, including a full-time drafts- 
man. Three different floor plans 
are available, any of which can be 
modified to suit the builder. It is 
this feature that led President H. 
L. Miner to describe the Budget 
House as “Expansive but Not Ex- 
pensive.” 





BED ROOM 
Unb XM-3 


BED ROOM 
M-0 XI9-3 
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BUT NOT EXPENSIVE 





The price of the bill of materials 
for the two-bedroom model, includ- 
ing installation of electrical and 
plumbing equipment but excluding 
foundation, is $3,690; an additional 
bedroom may be added for $400. 
This is what Whiting-Mead fur- 
nishes for that price: 


1. All plans and specifications 

2. On-the-job construction in- 
formation by men_ with 
know-how 

3. All materials furnished and 
delivered as the job pro- 
gresses 

4. All plumbing, rough and fin- 
ished—installed 

5. Electrical fixtures supplied 
and installed 





6. Mill-made windows and 

frames ready for installation 

7. Mill-made wardrobe doors 

ready for hanging 

8. Pre-cut studding in exact 

length and pattern for cut- 
ting rafters 

9. Pre-cut diagonal bracing 

10. Pre-cut fire stops 

11. Dry wall joints filled, taped 

and sanded, ready for paint- 
ing. 

This leaves the carpenter work, 
roofing and painting for the home 
builder. 

FOUR LOADS TO THE JOB 
xperience has improved the 
flow of materials to the site (four 
complete loads of predetermined 
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materials supplies everything) and 
has led to certain changes—precut- 
ting studs, taping joints, furnish- 
ing a rafter pattern and a tub in- 
stead of a shower in the bathroom. 

Some of these changes were sug- 
gested by the home owners, 10 of 
whom were interviewed by Gordon 
E. Myrick of the Home Builders’ 
Service Department following the 
construction of their houses. Spe- 
cific questions were asked each 
home builder. It developed that 
none had any previous construction 
experience. In a few cases a car- 
penter had helped with the rough 
framing. The home owners figured 
they were saving 30 to 35 percent 
on the cost of building a house, 





MAYOR HARLEY KNOX (left) and 
City Manager Fred Rhodes give the pro- 
gram a good promotional start. 


COMPLETED THRIFT COTTAGE with 
slight modifications. Original plans may 
be altered to suit the customer. 
making it possible for them to get 
an additional bedroom or garage. 
The builders, without exception, 
said they could not have built their 
homes without the on-the-spot ad- 
vice from the Service Department’s 
own men. 

The Budget Home is given wide- 
spread promotion by newspaper, 
radio and special window display 
in Whiting-Mead stores. Ads with 
this article show how Whiting- 
Mead dramatizes the Build-It-Your- 
self program. The popularity of 
the Build-It-Yourself idea led to a 
feature story in the local press in 
which the principals were Whit- 
ing-Mead customers. An unspon- 
sored radio interview with this 
same family provided excellent free 
publicity for Whiting-Mead. 

Two budget homes erected ad- 
jacent to the San Diego main store 
are drawing hundreds of prospects. 
One man is kept on duty there to 
answer inquiries. 

The increasing number of in- 
quiries indicate that the untapped 
market in the Build-It-Yourself 
market is considerable. Recent 
FHA approval of the two-bedroom 
Budget Home gave the program ad- 
ditional impetus. Dealers through- 
out the country have shown an in- 
terest in the program by corre- 


29 





THIS RETIRED Navy veteran is apply- 
ing molding in his Thrift Cottage. 


spondence and personal visits with 
Whiting-Mead executives. 

If this phase of the company’s 
operation continues to expand, 
Whiting-Mead is seriously consid- 
ering building its new store around 
the increasingly important Home 
Builders’ Service Department. 








Customer's Step-by-Step 
Procedure in Building 
Budget Home 


(Averace Completion Time is 120 Days) 


Signs application. No fee re- 
quired. Only requirements are 
clear lot, approximately $500 in 
cash and a steady job. 
Application for loan. Whiting- 
Mead makes applicant's appoint- 
ment with loan company. 

Signs purchase agreement, builder 
retaining a copy for himself. If he 
wants plans changed, these 
changes are incorporated in 
agreement. 

Receives copy of plans, specifi- 
_ and material description 
ist. 

Files for building permit and waits 
for loan to go through escrow. 
Builder determines when first load 
of materials should be delivered. 
Timing of three remaining loads 
determined by outside service 
man, who also determines when 
house is ready for city inspection. 
When deliveries are completed, 
tickets are checked to make sure 
customer got everything in his 
contract. Customer is credited 
for items not received. Final bill 
sent within four days after final 
delivery. 





NEWSPAPER PROMOTION gives the 
customer an opportunity to choose the 
plan best adapted for his needs, empha- 


sizes the services offered by Whiting- 
Mead. 
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BUILDERS save 
themselves hun- 
dreds of dollars by 





doing the work 
themselves. Per- 
sonal interviews 
with 10 builders 
disclosed that none 
had had any pre- 
vious construction 
experience. Weekly 
on-the-job counsel- 
ing by a Whiting- 
Mead Co. employe 
solves difficult 
problems for the 
builder. 





NOW...CHOOSE THE HOME 





THAT'S BEST FOR YOU! 
One Of These Is “JUST RIGHT” 





(Twe Bedroom) 








(Third Bedroom $400) 


Choose this home if you need extra spac> for growing children. 
Has larger living room and dining room, plus bigger bedrooms. 
Kitchen and bath are larger, too. You'll enjoy the extra features 
such as ficor furnace in hall and cozy electric heater in bath. 
Here is a real tome for a down-to-earth price Pay for it on 
terms like low rent 


Either Home... We Do This: smmemmmmemcerms 
1 Supply all plans and speci- 5 Supply and install all elec- 
( ) fications. ( ) trical wiring and fixtures. 


(2 Supply on-the-job construc: S Mill made window frames 
( ) ready for inserting in walls. 


tien infe by men with 
know-how (Windows, too!) 


() Sarees (1) Sst 





as job prog 


(4) Supply all plumbing, rough peeps 


and finish and install it for 4 Mill made wardrobe doors 
yeu. ( 


ready for hanging. 


This ip your “Do It Yourself” Department Store of Building Supplies 





ih _ 
=MEAD: Ct 


SS 


ox SSS 
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a The Budget See Ses 
at 14th & K 


This Home for.. ‘3690 . 








The Thrift 
Cottage 
(One Bedroom) |< 


Tis Hone for. LODO 
(Second Bedroom $545) 


This is the home for you providing you are an average size 
couple with no more than one bassinet. The Thrift Cottage hos 
many extra features . . . hardwood floors, Youngstown steel 
sink and cobinets, asphalt tile in kitchen and bath. And, in cose 
you haven't time to ‘Build it Yourself,’ we'll arrange it so the 
whole job will be done for you no matter which home you choose. 


You Do This: 








4 Pre-cut studding in exact 
length and pattern for cut- 
ting rafters. 


(10) Pre-cut diagonal bracing, 


( i i ) Pre-cut fire stops. 


(12) All joints on dry walls 
filled, taped and sanded 
ready for painting. 





(Everything 
furnished except 
cement foundation.) 
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News of National Interest from Organized Dealer Groups 


NATIONAL AFFAIRS 


Dealer committees combine 
to discuss legislative affairs 


THE National Affairs Commit- 
tee of the Northwestern, Iowa, 
North and South Dakota retail 
lumber and material dealers Asso- 
ciations met in Minneapolis, Min- 
nesota, June 7th, to discuss Na- 
tional Affairs. Of the many sub- 
jects discussed, the Long Range 
Housing Bill advocated by the 
present administration, and passed 
by the Senate of the United States, 
was aired thoroughly. 

William H. Badeaux, Secretary 
of the Northwestern Lumbermens 
Association, advised the Committee 
that the “cold war” going on in 
Washington to deprive all Ameri- 
can citizens of their freedoms and 
America of our free enterprise 
system, makes the “cold war” with 
Russia look like just a spat. Ba- 
deaux said that before Congress 
can appropriate any monies for so- 
cialistic programs such as gov- 
ernment controlled medicine, edu- 
cation and housing, the govern- 
ment is definitely committed to a 
$30,000,000,000 expenditure. If 
Congress passed the Housing Bill 
it will add another $19,000,000,000 
to the already $251,000,000,000 
National debt. R. V. Porter, Hawk- 
eye Lumber Company, Oskaloosa, 
Iowa, President, said that the 
American people had better get 
used to the word “trillion,” if they 
stand by and do not protest this 
vast spending of the Government 
to their Senators and Representa- 
tives. The interest on the National 
debt is now $5,500,000,000, more 
than the cost of government in 
any one year up to 1933, Porter 
Said. 

Ward D. Briggs, Crane-Johnson 
Company, Fargo, North Dakota, 
National Dealer Director, stated 
that education is a state responsi- 
bility and that if Congress ever 
passed a Federal Education bill, 
just as sure as the sun rises when 
Government gets its toe in the door 
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and steps in and controls educa- 
tion and dictates the curricula of 
this country, we will surely have a 
Welfare State. 

Resolutions were passed to urge 
Congress to reduce government 
spending, to back the Hoover pro- 
gram, to stop the “march to social- 
ism,” reduce government payrolls 
from the present 2,230,000 to less 
than 800,000, balance the budget 
and preserve the freedoms of the 
people and business, and proteci 
our free enterprise system. 
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TULSA LUMBERMEN WILL RENEW MODEL HOUSE CONTEST 


SIX youthful builders and their instructor (above) pose with house entered in con- 
test. A banquet (below) to honor model builders was attended by six hundred, in- 


cluding parents and civic leaders. 
reaped a harvest of goodwill and favorable 


Needless to say, the retail lumbermen of “Tulsa 


publicity as a result of the contest. A 


new house design is being prepared for this year’s contest by AL&BPM. 


~ Ne | 
PBey 
—. Presenting 


PROJECT 





Conducted 2% 


THE Tulsa Lumbermen’s Association will 


~/ MODEL HOME: =) 


TULSA.LUMBERNENS 


ASSOCIATION 








™~ ; 








~ | MODEL HOME i 
PROJECT = 


TULSA. LUMBERMENS § 
ASSOCIATION i 













Li EL 
JR.HIGH SCHOOL 


sponsor a model home building contest 
among Tulsa school children for the second straight year. Here is a typical display 
promoting the contest held last year. 
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HOUSEHOLD WARES lend themselves to good promotion ideas. Here’s part of crowd that jammed Dolan’s at Sacramento. 


POINT OF 
SALE 


Here are some down-to-earth 
suggestions on how to make 
this department pay off 


HEN you go into a drug 

store or a clothing store, 

how often do you come out with 

only the item you originally in- 

tended to buy? The answer is 
rarely ever. 

That is why thousands of build- 

ing materials dealers are carrying 

hundreds of small items which 





Thumbnail Guide to Oper- 
ating a Successful Small 
Goods Department 
1. Handle only quality mer- 

chandise. 

2. Buy wisely. Don’t try to 
handle everything. Choose 
household items for which 
there is a steady demand. 

. Arrange clean, attractive 
displays where the cus- 
tomers can’t miss them. 

. Advertise your small goods. 
Use prices and illustrations 
where possible. 











Small Goods Department 
Is a Traffic Stimulant 


they would not have stocked 10 
years ago. When the war dried up 
the source of their regular items, 
many dealers started to stock small 
items for the first time. 

They found the individual sale 
small—profit and dollarwise—but 
one sale in this department usually 
led to another and such small items 
encourage self-service. This prin- 
ciple, of course, applies not only to 
small goods but to many other 
products. 

That brings us back to the ques- 


HERE ARE just two of the many household items to attract greater store traffic. 


EVER READY 
FLASHLIGHT 


Anniversary 139 


Sale Price! 


Durable metal case, 2 
cell light; batteries in- 
cluded. Black enamel. 
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tion, “Why carry small goods — 
why take up counter space with 
dozens of items that are hard to 
keep ship-shape?” 

Successful dealers offer one very 
good reason for maintaining a sub- 
stantial small goods department, 
aside from the surprisingly good 
profit disclosed by a well-run de- 
partment, namely, small goods will 
stimulate store traffic. Especially 
feminine traffic. The percentage of 
women customers in building ma- 
terials stores is on the increase. 

















— 89x 


Protect tableware and 
sink tops from chips 
and mars. Harmony 
colors. 


SPECIA 
sories al 
facturers 
a diver: 
sories at 


One sl 
traffic 
goods | 
wants © 
And 
Any of 
soup s 
flashlig 
or help 
of the 
on the 
keep t 
and th 
each 
clothes 
utilitay 
that ev 
invent¢ 
sumer 
Just 
point . 
custom 
quality 
stockec 
that is 
other ] 
is two 
the de 
and n 
merch: 
natura 
ber of 
partme 
and a 
enoug) 
a cus 
advert 
Pro 
requir 
planni 
produc 
usual] 
than r 
plays, 


Buitp 





SPECIAL DISPLAYS for kitchen acces- 


sories are made available by the manu- 


facturers. This housewife is examining 
a diversified display of kitchen acces- 


sories at Lumber, Inc., Phoenix, Arizona. 


One sure way to encourage this 
traffic is to provide the kind of 
goods that the lady of the house 
wants to buy. 

And what does she want to buy? 
Any of the hundreds of items from 
soup strainers and dish pans to 
flashlight bulbs that are necessary 
or helpful in doing her work. Some 
of these items like clocks verge 
on the gift category (some dealers 
keep their household department 
and their gift shelves adjacent to 
each other); other items like 
clothes line and brooms are strictly 
utilitarian. The important thing is 
that every item in the small goods 
inventory is one that Mrs. Con- 
sumer will want. 

Just as important from the stand- 
point of both the dealer and the 
customer is that évery item be A-1 
quality. Too many dealers have 
stocked small goods merchandise 
that is inferior in quality to their 
other lines. The result of this policy 
is twofold: it gradually kills off 
the departmental sales; secondly, 
and more important, second-rate 
merchandise in one department is 
naturally associated with the cali- 
ber of the merchandise in other de- 
partments. An unsteady step-ladder 
and a poor can opener can create 
enough ill will for the store to lose 
4 customer. Branded, nationally- 
advertised lines are important here. 

Proper display of small goods 
requires all the careful thought and 
Planning that is given to major 
Products. Exhibits of small goods 
usually require better housekeeping 





flashlights 
dust pans 
brooms 

clothes lines 
thermos bottles 
waste baskets 





Suggestions for a Household Department 


Hundreds of items could be listed for consideration in the small 
goods or household department. Some of these items would normally 
appear in the store’s gift department; others are strictly items for 
household use. Your inventory of small goods should be chosen care- 
fully on the basis of quality and quick turnover. 

The list below contains a few suggestions for such a department: 


door mats 

electric light bulbs 
house numbers 
knife holders 
snow shovels 
chinaware 


shovels 

clocks 

step ladders 
dish drainers 
glass cleaners 
picnic jugs 








tomer handling. Pyramid islands, 
tables and shelves can all be used 
to advantage. Pyramid displays ar- 
ranged just inside the entrance 
are good eye-catchers. Each island 
may show a variety of items, but 
each item should be carefully de- 
partmentalized to avoid a jumbled 
appearance. Dishes should be kept 
dusted, metalware shined and dis- 
plays generally kept clean and or- 
derly. 

Small goods, properly merchan- 
dised, will bring the customer back 
to the store time and again. This 
is particularly true in the suburbs 
where a short trip to the household 
department of the neighboring 
building materials store will save 
a longer downtown trip. 

Although drop-in trade is re- 
sponsible for most of the small 
goods’ sales, this department re- 
quires the same advertising stimu- 


lation as major products. As in 
every other department, price and 
illustrations in your advertising 
copy will help create a favorable 
sales reaction. Some dealers adver- 
tise their household goods in a 
separate section of their overall ad. 

Many dealers were compelled to 
take on “‘drug-store” type merchan- 
dise during the war merely to get 
something to sell. Some were suc- 
cessful with it; others were not, 
partly because they had no interest 
in learning how to merchandise 
small goods and partly because they 
failed to buy wisely. 

Smart merchandising is just as 
essential with small items as with 
major ones. The dealer who is 
willing to survey his market for 
small goods and give it the promo- 
tional emphasis it demands, will 
find the returns will justify the 








than major building materials dis- 


. : MRS. CONSUMER will find many items for her kitchen on this pyramid display 
Plays, since they receive more cus- 


counter at Wheat Bros., Monrovia, N. Y. Notice appeal of neatly-arranged goods. 
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ITH LESSENING DEMAND 

for building materials being 
felt in many parts of the country, 
the temptation becomes great to 
cut markup in an effort to maintain 
sales. Using figures developed in a 
survey of Tennessee building ma- 
terial dealers, W. C. Henry, asso- 
ciate professor of Accounting at 
the University of Tennessee, has 
developed a formula to determine 
the volume of sales necessary to 
“break even’, given certain fixed 
and variable expense figures. 

In addition, Professor Henry de- 
veloped the table included with this 
article, which shows the effect of 
reduced volume, reduced markup, 
and combinations thereof, on the 
profit and loss statement. Using 
his own budgeted or actual figures, 
management of any business can 
follow through on the chart and 
determine how cuts in volume and 
markup will affect his own opera- 
tion. 


THE BREAK-EVEN POINT 


By learning the break-even point 
in sales volume for the previous 
year’s business it is possible to ap- 
ply this information to the esti- 
mated amount of sales for the pres- 
ent or coming year. With this pic- 
ture before him the manager can 
take the steps required to control 
expenses and thereby insure a prof- 
itable year’s business. 

The break-even point is that vol- 
ume of sales which will enable a 
business to just break even, there 
will be no profit and there will be 
no loss. In order to determine the 
break-even point of an individual 
concern it is necessary to separate 
the operating expenses into fixed 
expenses and variable expenses. 

Fixed expenses are those busi- 
ness costs which will remain the 
same regardless of the fluctuation 
in sales volume. In actual practice 
not all items classified as fixed will 
remain absolutely constant at all 
levels of sales volume. Executive 


salaries, for example, are classed 
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point, effect of reduction of markup to maintain volume 


as fixed expenses, but might change 
in proportion to the company’s 
prosperity. 

Variable expenses are supposed 
to fluctuate in direct proportion to 
sales, however, all variable ex- 
penses will not always react in the 
same manner. Some will vary in 
direct proportion to sales, while 
others will fluctuate but not in di- 
rect proportion. However, in the 
following discussion and examples 
it is assumed that fixed expenses 
remain fixed and variable expenses 
vary in direct proportion to sales. 

In order to reduce this work to 
the simplest possible procedure it 
must be understood that cost of 
merchandise and variable expenses 
will remain in direct proportion to 
the volume of sales. Therefore, the 
only point to be determined is that 
volume of salesewhich will earn the 
fixed expenses the concern must re- 
cover if it is to break even. When 
making this computation on the 











How Reduced Volume and Lower 


Markup Affects Break-Even Point 


Tennessee survey analyzes how to determine break-even 









previous year’s sales the item of 
profit or loss must be taken into 
consideration. In seeking the point 
at which the business will make no 
profit and incur no loss, the fixed 
expenses must be adjusted to elim- 
inate any profit or loss shown for 
the year under consideration. The 
first section of the formula pro- 
vides space for making this ad- 
justment. 

By the use of the simple two-step 
formula outlined one can easily de 
termine the break-even point on 
any previous period of business, 
provided the concern’s records will 
furnish three figures. These three 
figures are Volume of Sales, Fixed 
Expenses, and Profit or Loss as the 
case might be. 

The first step of the formula de- 
termines the break-even factor in 
relation to volume of sales. This 
factor is obtained by taking the 
amount of fixed expenses and add- 
ing the amount of profit or deduct- 





PROFESSOR HENRY'S SUGGESTED EXPENSE BREAKDOWN 


Some managers find it difficult 
to separate fixed from variable ex- 
penses. The following division of 
expenses is given by the AMERICAN 


Fixed Overhead Expense 


LUMBERMAN based on a study of 
more than 100 retail lumber and 
building material concerns, It is 
a very good guide to follow. 


Percent of Sales 


Rent, heat, light, power, taxes, depreciation.............. 2.10 to 3.30 


Telephone & Telegraph 
Executives’ and Owner's Salaries 
Dues, subscriptions and donations. . 
Insurance and licenses 
Legal, clerical and bookkeeping 
Miscellaneous overhead items 


22 to .3i 
4.20 to 6.50 
20 to  .40 


a dicchcspheline bav/e-a gochev 79 to 1.12 
baa wikaaheucs ban watided 1.31 to 1.69 


32 to  .86 


Fixed Expenses Average...................... 11.9 
Variable Yard & Delivery Expense 
Yard Labor (Mill labor charged to cost of goods).......... 1.27 to 1.8! 
ed ig 5 hullaw'e gin Foe wa eRN KES 1.30 to 2.2 
Gasoline, Oil and truck repairs.....................000. 76 to 1.30 
Miscellaneous yard & delivery expenses.................. 26 to 44 
Yard & Delivery Expenses Average............ 4.7 
Variable Selling Expense 
Compensation for Salesmen.........................-. 4.35 to 4.90 
Eee ey own ie wine oe WES eT 76 to 2.12 
Miscellaneous Selling Expenses......................--. .25 to 1.39 
Selling Expenses Average.................... 6.9 
Variable Expenses Average................... 11.6 
Total Expenses Average.....................-05- 23.5 
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6.50 


4.90 
2.12 
1.39 


no 


ing the amount of loss as the case 
justifies, and then dividing this fig- 
ure by the volume of sales. The 
result will be the break-even factor. . 


Thus: 
Fixed Expenses ........... (A) 
Prem Mame ............. 2 
Total (Remainder) ........ (C) 


Divided by "'sales'’ equals. .(D) 
‘he second step is to take the 


amount of fixed expenses and di- 
vide this figure by the break-even 
factor (D). The result (E) will 
be the dollar sales volume required 
for the business to break even. 
Thus: 


be questioned on account of the 
fact that it does not use a good - 
many of the figures that are devel- 
oped in all operating statements. 
All of these figures are taken into 
consideration although not actually 


Fixed Expenses ............ (A shown; the amount. shown as profit 
Divided by Factor......... (D or loss reflects cost of merghandise, 
Sear reee ee: (E) markup, fixed expenses and vari- 


The accuracy of this method may 


able expenses. 





Less Volume of Sales 
But Same Mark-up 


(1) 


Re ee, ae ee 
Cost of Merchandise........... 


Fixed Expenses 
Variable Expenses 
Profit or Loss 


Same Volume of Sales 
But Less Mark-up 
(2) 


Sales 


Fixed Expenses 
Variable Expenses 
Profit or Loss 


Less Volume Combined 
With 5% Less Mark-up 


Fixed Expenses 
Variable Expenses 
Profit or Loss 


Less Volume Combined 
With 10% Less Mark-up 
(4) 


Sales 


Fixed Expenses 
Variable Expenses 
Profit or Loss 


Less Volume Combined 
With 15% Less Mark-up 


(5 
Sales 


Fixed Expenses 
Variable Expenses 
Profit or Loss 


Les : Volume Combined 
With 20% Less Mark-up 


Co: of Merchandise 
Fixe’ Expenses 
Var ble Expenses 
Pro’ or Loss 


Cost of Merchandise... 


Survey Volume Volume Volume Volume 
Averages Reduced 10% Reduced 20% Reduced 30% Reduced 40% 
372,339 335,105 297,871 260,637 223,403 
271,022 243,920 216,818 189,715 162,613 
38,750 38,750 38,750 38,750 38,750 
37,978 34,180 30,382 26,585 22,787 
24,589 18,255 11,921 5,587 (—) 747 
Survey Sales Price Sales Price Sales Price Sales Price 
Averages Lowered 5% Lowered 10% Lowered 15% Lowered 20% 
372,339 353,722 335,105 316,488 297,871 
271,022 271,022 271,022 271,022 271,022 
38,750 38,750 38,750 38,750 38,750 
37,978 37,978 37,978 37,978 37,978 
24,589 5,972 (—) 12,645 (—) 31,262 (—) 49,879 
10% Less 20% Less 30% Less 40% Less 
Volume and Volume and Volume and Volume and 
Survey 5% Lowered 5% Lowered 5% Lowered 5% Lowered 
Averages Sales Price Sales Price Sales Price Sales Price 
372,339 318,350 282,977 247,605 212,233 
271,022 243,920 216,818 189,715 162,613 
38,750 38,750 38,750 38,750 38,750 
37,978 34,180 30,382 26,585 22,787 
24, 589 1,500 (—) 2,973 (—) 7,445 (—) 11,917 
10% Less 20% Less 30% Less 40% Less 
Volume and Volumeand Volume and Volume and 
Survey 10% Lowered 10% Lowered 10% Lowered 10% Lowered 
Averages Sales Price Sales Price Sales Price Sales Price 
372,339 301,595 268,084 234,573 201,063 
271,022 243,920 216,818 189,715 162,613 
38,750 38,750 38,750 38,750 38,750 
37,978 34,180 30,382 26,585 22,787 
24,589 (—) 15,255 (—) 17,866 (—) 20,477 (—) 23,087 
10% Less 20% Less 30% Less 40% Less 
Volume and Volume and Volume and Volume and 
Survey 15% Lowered 15% Lowered 15% Lowered 15% Lowered 
Averages Sales Price Sales Price Sales Price Sales Price 
372,339 284,839 253,190 221,541 189,893 
271,022 243,920 216,818 189,715 162,613 
38,750 38,750 38,750 38,750 38,750 
37,978 34,180 30,382 26,585 22,787 
24,589 (—) 32,011 (—) 32,760 (—) 33,509 (—) 34,257 
10% Less 20% Less 30% Less 40% Less 
Volume and Volume and Volume and Volume and 
Survey 20% Lowered 20% Lowered 20% Lowered 20% Lowered 
Averages Sales Price Sales Price Sales Price Sales Price 
372,339 268,084 238,297 208,510 178,722 
271,022 243,920 216,818 189,715 162,613 
38,750 38,750 38,750 38,750 38,750 
37,978 34,180 30,382 26,585 22,787 
24,589 (—) 48,766 (—) 47,653 (—) 46,540 (—) 45,428 
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BEFORE AND AFTER the present home of the Galena Lumber 


Company was remodeled. The new location covers 50,000 


square feet, including 30,000 square feet of floor area. Remod- 
eling of Galena Iron Works structure cost about $100,000. 


More Products, Better Service is 





80 per cent of Galena (ill.) 
firm’s business is consumer 
over-the-counter trade; new 
$100,000 plant geared to 
meet future demands 





Y OPENING what its letter- 

head proclaims as “The New- 
est and Finest Building Materials 
Store in the Tri-States Area,” 
Galena (Ill.) Lumber Co. is pre- 
pared to do a better job of serving 
its many customers in_ Illinois, 
Iowa and Wisconsin. 

When its former property was 
condemned by a flood control pro- 
gram, the company purchased the 
Galena Iron Works building and 
spent some $100,000 remodeling it. 
The entire store, warehouse and 


GALENA EMPLOYEES on opening day. Left to right: Orville Kopp, the manager 
and vice-president; A. C. Bastian, yard man; Lawrence Schlichting, driver; J. M. Don- 
ohue, office manager; and William Simon, yard manager. Surprised youngster is un- 


identified. 
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yard layout was made by Orville 
Kopp, store manager and vice pres- 
ident of the company. About 50 
percent of the company’s sales are 
to farmers; the remainder are 
commercial and industrial sales. 

“We try to handle all items 
normally purchased by the farmer 
—tanks, gates, fence posts, barn 
equipment, grain bins, arched 
rafters, heavy hardware, paint, 
septic tanks and roofings,” says Mr. 
Kopp. Paint sales run over $10,000 
annually. 

Since Galena has no _ active 
contractors, more than 80 _per- 
cent of the company’s sales are 
directly to the consumer customer. 
With the exception of labor, the 
company furnishes a complete pack- 
age for the home builder with the 
exception of plumbing and wiring, 
and controls the sale right from 


the office. Many of Galena’s fine 


homes were built of brick during 
the early mining days. Many of 
these houses have been remodeled 
into several apartments, an im- 
portant phase of the Galena Lum- 
ber Company’s business during the 
past years. 


INTENSIVE ADVERTISING PROGRAM 


The company carries out an in- 
tensive advertising campaign, about 
3 percent of its annual sales going 
into promotion. Not only does the 
company take space every week in 
the year in the two local news- 
papers, but manufacturers’ litera- 
ture is mailed out regularly with 
monthly statements. 

“We feel this is our best adver- 
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ATTRACTIVE DISPLAYS of hardware, roofing, and miscel-. 


laneous items are all aimed as “consumer magnets.” Over 80 


percent of the company’s sales are direct to the customer. 





AN OVERALL VIEW of the interior of the new store. Knotty 


pine is used in the consumer counter, toward the rear. 


Result of New Store Opening 


tising media,” declares Mr. Kopp, 
referring to direct mail. 

The new store location covers 
50,000 square feet, including 30,000 
square feet of floor area entirely of 
concrete. Many of the products sold 
by the company have been incorpor- 
ated into the building. The area- 
way leading to the rest rooms is 
done in leather-simulated Presd- 
wood; different color tile is used in 
both the ladies’ and men’s rest 
rooms; striated plywood, gum ply- 
wood and knotty pine are used 
elsewhere in the store. 

Galena witnessed one of the 
greatest local promotional cam- 
paigns with the opening of the new 
Galena Lumber Co. store. The event 


PAINT is one of the company’s major departments. This one 
department does more than $10,000 worth of business yearly. 


ILDING PRopucTs MERCHANDISER 


was publicized three weeks in ad- 
vance in the local papers. Two days 
before the opening, handbills ad- 
vertising the event were dropped 
from an airplane and the local press 
ran the greatest advertising line- 
age ever to appear from one single 
source. City officials, contractors 
and special guests had a preview 
on Friday night. Over $1,000 in 
special prizes were awarded during 
the grand opening on Saturday, 
May 21. Some 30 manufacturers’ 
representatives exhibited their 
products in the company’s ware- 
houses with special application de- 
monstrations of building materials. 

Special demonstrations included 
the loading by one man of 120 sacks 





of cement in about 3% minutes and 
the loading of enough asphalt 
shingles for a house roof in about 
35 seconds. These features were 
made possible by the utilization of 
the company’s latest mechanical 
handling equipment. 

One new angle in the use of me- 
chanical handling equipment, as 
illustrated in the accompanying 
picture, is Galena Lumber Com- 
pany’s utilizing a fork lift truck to 
facilitate unloading lumber into 
second story bins. In this opera- 
tion, the package of lumber is 
hoisted to the second deck level. A 
workman then slides the boards off 
into storage space with a minimum 
of effort. 


8 

PUBLIC WITNESSED demonstration of mechanical handling 
equipment at official store opening. One man using lift truck 
loaded 120 sacks of cement onto a truck in 34 minutes. 
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Profitable! Skookum Tru-cut shakes are brush 
coated in fiye fast-selling colors ... green, 
brown, prime white, gray and buff. 


Exclusive brush coated process on all Skookum 
Tru-cut shakes assures uniform stain coverage. 
Lasts indefinitely ... Penta protected against 
moss, termites and dry rot. Skookum Tru-cut 
brush coated shakes are made from No. 1 
grade Western Red Cedar process shakes. 
Write for stained shake sample pad and prices. 


**None Finer on the Market” 
AVAILABLE IN STRAIGHT OR MIXED CARS 


A Product of 
SKOOKUM SHAKE COMPANY 


Division of 
PORTLAND SHINGLE COMPANY 
9038 N. Denver Ave., Portland 3, Oregon 





50 Years Ago 
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= AMERICAN LUMBERMAN 


The Industry's Leader — 
__THEN and NOW = 


Suggestion for a Perfect Letterhead 


I AM ASHAMED TO SAY how provoked I have been 
over curtailed letterheads. For journalistic purposes | 
have wanted to know the name of the president of a 
company, the name of a secretary, manager, or the initials 
of the partners in a firm, and there was no way to find 
it out except by correspondence, which would consume 
time. Every letterhead should be as complete a record 
as possible, and it cannot be complete unless it gives in 
full the names of the officials of the company or the 
partners of a firm. 

Not long ago the secretary of a large manufacturing 
establishment that is known to all of you, told me that 
as a matter of taste he had dropped the individual names 
from the letterhead. This man is a good business man, 
and a good all-around man anyway, and I could not tally 
his taste with mine. When we come to compare our tastes, 
however, we are striking out into deep water. The chances 
are 10 to one that if this man’s wife had seen me in due 
time she wouldn’t have taken me as a gift to have been 
around her all her years. 

We all know that connected with every concern of 
any importance there is some man who is highly con- 
sidered by customers. There is no use trying to do away 
with individual preferences, for it will never be done. 
When you visit a wholesale market to buy lumber, and 
go into an office, you are not half so intent on buying 
of that particular concern as you are of some particular 
individual connected with the concern. 

A yard man told me the other day that he ordered 
a car of lumber of a salesman because he had bought a 
good deal of stock of him, and liked him. He could have 
bought the lumber 75¢c cheaper. of somebody else, he said, 
but his preference for this salesman gave the latter the 
business. There is a certain house of which first and last 
I buy several books. “It is an excellent house to buy 
books of,” I should say to anybody who asked me. So it 
is, yet no doubt I buy them there because I personally 
know one of the men connected with the place. Should 
he go elsewhere he would still furnish my books. 

In my opinion, this letterhead of the Rockford com- 
pany herewith reproduced, is as nearly perfect as we may 

Seely Perry, Pres. Thos. G. Lawler, V. Pres. 
E. H. Keeler, Secy. Thos. D. Reber, Treas. 


ROCKFORD LUMBER & FUEL CO., 
201 E. State St., Rockford, Ill. 
Owners of 
Beloit Lumber Co., Beloit, Wis. 
Whitewater Lumber Co., Whitewater, Wis. 
Freeport Lumber & Fuel Co., Freeport, Ill. 

expect to see. It tells the whole story as well as it can 
be put into that space, giving the names of everybody 
connected, as well as the names and locations of all the 
yards owned by the company. I feel like submitting this 
letterhead as being in every particular as near the ideal 
as any I have ever seen. There are printers who aver 
that to be orthodox, typographically, the printing on 4 
letterhead should be strung clear across the sheet instead 
of extending only half way as does this one. I do not 
agree with this decision, and as there is no one to oppose 
me until it will be too late to do him any good, I will 
promulgate my own taste in the matter. 

—Met Saley, AMERICAN LUMBERMAN, May 26, 1900 

P.S.: We think every letterhead should include the 
firm’s telephone number. Fifty years ago this was not 
as important as it is today. 


July 30, 1949, AMERICAN LUMBERMAN & 
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TOPS IN MERCHANDISING 

We’ve just finished reading a full 
page advertisement in the NEW 
YORK TIMES that comes close to 
being tops in modern merchandising 
as it applies to homes. 

Heading: 

“Price $7990. Down Payment: 

Not a penny! Monthly charges: 

$58!” 

The builders are Levitt and Sons 
(Long Island). You’ve probably 
guessed that much already. And the 
houses are for veterans only. Hence, 
the “no down payment.” Question is 
what do purchasers get for the 
$7990? 

The half-page picture of the house 
isa honey. (It comes in five different 
designs). Grounds are 60 x 100— 
“lawned, landscaped, and shrubbed.” 
Fruit trees, too. Living room over- 
looks the garden through a Thermo- 
pane window, nineteen feet long and 
extending from floor to. ceiling. 
Sounds sort of good, doesn’t it? 

* 1K * 


Before someone gets through 
saying “it can’t be done,” some- 
body else is doing it! 
a‘ s @ 
"PACKAGED" IS THE WORD 
FOR IT 
The Levitt $7990 house is a bright 
and shining example of packaged sell- 
ing at its best. A single management 
does the whole job . . . one overhead 
. maximum coordination of buying, 
building, selling . . . one profit. Makes 
a big difference! 
* * * 
“Maximum in homes” is better 
merchandising than “minimum 


house.” 
x ok & 


SOME OF THE MAXIMUMS 


Fireplace open on two sides (works 
as a barbecye as well as the conven- 
tional way). Closets, eight feet long 
with sliding ventilated doors and 
built-in chests of drawers. General 
Electric r<frigerator in steel-equip- 
ped kitchen. G. E. range. Bendix au- 
tomatic deluxe laundry. Storage wall 
With the built-in desk, closet, book 
shelves (the entire wall revolves). 
Aluminum venetian blinds with auto- 
matic stops. “Great big open second 
floor ‘hat can be converted into two 
More bedrooms and another bath.” 

* * * 

The struggle to give the most 

for the money will become 


gr°iter and greater. from now 
on 


Bur ING Propucts MERCHANDISER 
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$58 PER MONTH HAS GREAT 
APPEAL 
There are many things in the Levitt 
house to intrigue the interest of 
practically everybody. But of equal 
importance to the house itself, at 
least as far as we are concerned, is 
the manner in which veterans can 
purchase it—‘Nothing down—$58 per 
month.” The monthly carrying charge 
of $58 includes all taxes, water 
charges, fire insurance and complete 
payment of the purchase price. In 
the metropolitan area of New York 
City, a short distance away, $100 per 
month per room is considered reason- 
able rent in satisfactory apartments. 
: + «= 


The “great” postwar housing 
shortage is fast becoming a 
thing of the past. 


* * * 


DREAM THAT CAME TRUE? 

The preceding paragraphs call to 
mind a _ double-page advertisement 
that was prepared several years ago 
for some such magazine as the SAT- 
URDAY EVENING POST. Only its 
sponsor never expected to use it. He 
merely wanted “to see how it looked.” 
Subject of the ad was houses and the 
thing that made it different was the 
fact that the several beautiful small 
homes shown in color were all priced 
at so much per month “on your own 
lot anywhere in the United States.” 
Everybody who saw the advertise- 
ment promptly pointed out dozens of 
reasons why it couldn’t be done... 
varying labor costs, building material 
prices and such. The “dreamer” took 
care of this variation by shortening 
or lengthening the mortgage term. 
Of course, it hasn’t yet been done in 
exactly that manner. On the other 
hand, we have come a long way as 
witness the $58 per month offer of 
Levitts. 


* * * 


It’s a long jump from the old 
time first and second, lump sum 
mortgage days. 

* * * 


PROGRESS IN FINANCING 

Along with the coming of a low- 
priced house (such as Levitt’s) in 
high-priced times has also come 
equally great advances in home 
financing. We not only are going to 
be able to obtain workless, dirtless, 
automatic small homes, but purchase 
them on terms that are the equiva- 
lent of rent. Of course, you can do 


by R.E.S. 


that now, but it’s going to be even 
simpler in the future. This new con- 
cept of home financing is one of the 
best things that ever happened to 
prospective home owners. It’s a life 


saver. 
* * * 


“I'd like to look at some of 
$50 homes.” 


% * * 


HOMES MUST FIT INCOMES 

The man who prepared the home ad 
for the SATURDAY EVENING 
POST claimed the time would come 
when families would be able to buy 
homes at so much per month to fit 
their income. 

“If your economic rent level is $45 
per month,” he would say, “You'll 
look over the $45 models. You won’t 
be fooling around with $75 per month 
homes any more than the Chevrolet 
prospect looks over the high-priced 
field. Of course, the more money you 
have to pay down the more home 
you can get for $45 per month.” 
However that may be, the point is 
that homes will some day be priced 
at so much with nothing down. You 
will be able to tell at a glance what 
you can afford. Levitts already are 
doing it. 


* * * 


EASY TO BUY BUT HARD 
TO PAY 
Our old friend the dreamer was 
thinking of fitting the home to the 
purchaser’s income. That was in the 
days when first and second mortgages 
made it seem easy to buy a home, but 
mighty hard to keep them after the 
purchase was made. Second mort- 
gages with heavy re-financing costs 
had a habit of falling due with star- 
tling regularity to say nothing of the 
ever-present spectre of the first 
mortgage. It was tough going. 
* * * 


“WRONG PLACE" HOUSES 

What happens to the locality where 
the home is purchased is of vital im- 
portance to the family that makes 
the largest single transaction of their 
lives. Levitts dispose of that question 
with: 

“Sure we could talk about our 
shopping centers, our schools, our 
playgrounds, our athletic fields. We 
could show you our gorgeous swim- 
ming pools and adjoining kiddie pools 
—all yours at no charge if you live 
here. But after all, you’ve got to see 
this yourself, so come out!” 
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You’ve spent hours ed- 
ucating your staff on 
super salesmanship... 


WHAT’S BEING 
BROADCAST ABOUT 
YOU? and you’ve probably 
spent hours and hours 
of your life straighten- 
ing out customer grievances. But how many hours have 
you spent recently, training your staff members on 
the fast, smooth handling of customer-complaints ? 

The longer any complaint about your services and 
your products goes unanswered, the louder your cus- 
tomer will broadcast his story about The Blank Lum- 
ber Company... all over town to everyone who will 
listen to him. This is publie relations of the worst 
sort—public relations you can curb. 

Impress your staff with this idea: If an employe 
lets five hours slip by before calling back a customer 
on a telephone complaint, your prize customer has five 
hours instead of one in which to nurse his grievance, 
and tell the world about it. If an employe takes two 
or three days to get out a written reply to a complain- 
ing letter just because he happens to have “other 
things” on his desk—the angered customer has two 
extra days in which to build up his grievance and cir- 
culate his story among friends, neighbors and business 
associates. With double the vehemence—double the 
disparagement to you! 


Every day saved in smooth- 
ing down ruffled customers 
saves countless negative 
stories and _ impressions 
from circulating about your yard. Here’s the most 
essential thing for every employe to realize: make the 
customer feel you're doing something about his griev- 
ance. Many complaints cannot be straightened out 
immediately, but every employe can convey the idea 
that some immediate, concrete action is being taken. 
And the quickest way to smooth down frayed tempers 
and impatience is to tell the irritated customer exactly 
what is being done. And also by whom it is being 
done. 


THESE ACES WIN 


STITCH IN TIME 


Get all your staff members 
to use these smoother- 
downers at the first signs 
of trouble—by mail, tele- 
phone and face-to-face with upset customers in your 
showroom. 

“T am taking it up with our sales manager Mr. Par- 
rish right away. I know he will want to know about 
this.” Note that last sentence—quick balm to the in- 
jured ego, and a selling sentence that strongly con- 
firms his cherished feeling of self-importance. Also 
strong evidence of strong, personal interest in his 
problem, and strong personal concern for his feelings! 

Equally reassuring and considerate: “I am putting 
our delivery department to work on it now. I can 
promise you they will lose no time double-checking 





by Norm Advertising, Inc. 
New York, N. Y. 
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Profit Making Forum 





your order.” Or, “I have asked our financial expert, 
Mr. Keene, to give it his special attention. He js 
working on it now.’”’ Remember, the customer on the 
warpath not only wants action—he wants evidence of 
it immediately. 


YOUR JOB The moment unemployment figures 
rise, “fear stories” and fear pyy- 
chology start spreading and sales 
start dropping. That moment js 

here now. What every trading area needs is busi- 


ness men with the courage, faith and farsightedness 
to spike “fear stories” with intelligent advertising 
and positive-thinking news releases that keep sales 
and profits up, keep local work and employment roll- 
ing, and hold back fear. 

Don’t wait for fear to arrest spending in your con- 
munity and grip those who can safely afford to build 
and modernize. Every time a negative building story 
appears in print in your local news columns, cancel 
out those negative, fear-spreading, this-is-no-time-to- 
build impressions with a strong, positive press release 
to the contrary. 

As fast as crepe-hanging newspaper stories crop 
up, counterattack with hard-selling, factual ads that 
tell the public exactly what they can do on their pres 
ent incomes—paint or re-roof for only $ a 
month; buy all the materials (specify them in your 
ad) for a five-room home for such-and-such an amount; 
save so much by installing insulation themselves— 
you'll show them how. 

You are as important as anyone else in shaping 
public opinion. Are you leaving it up to newspaper 
editors, federal-employed propaganda writers anl 
others—or are you throwing your weight on the 
side of positive thinking and constructive action? 


THIS GETS 
ATTENTION! 





The friendliest store is the one 
people try first. The more yo 
“personalize” your ads, your pro 
motions, your service, the moré 
neighborly and friendly your public will consider you 
This month, try this device to get closer to your buy 
ing public. It can be done very inexpensively—wil 
go a long way to create the general impression that 
your yard is a place that gives friendly “personalized” 
service. Get up a one-page news sheet listing you! 
employes by name, following each name with a thumb- 
nail biographical sketch of interest to your custome!’ 

For example: “Bob Jenkins—has been with 
16 years—is an expert on Budget Payment Planning. 
Whether you’re having trouble saving up the down 
payment for a completely new kitchen or wondering 
if you can afford to build on your present income, 
Bob can help you.” ; 

This is the type of. publicity that “humanizes 
your staff to the general public—gets widely talked 
about—stands out. Such news sheets can be mimes 
graphed or printed—enclosed with packages, enclosed 
with statements or used as individual mailing piece 
The wider the circulation, the better. 


¢, 
July 30, 1949, AMERICAN LUMBERMAN 4 
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g story The plywood produced by Associated Plywood A 
cancel Mills is available quickly at 14 different loca- eee nei er iS 
pes tions in the United States. That means you can | i 
get what you want when you want it—and in | Gi il lu m ber e. 
2S crop the quantity desired. Quality plus service is our 


ds_ that policy—and your assurance of prompt delivery. Just as apples grow larger, sweeter, juicier in 


some localities than in others—so timber grows 
to greater perfection in certain areas. 


in your 2 MILLS 


mount; Eugene, Oregon 
selves— Willamina, Oregon Rosboro timber was selected for its quality— 


and texture. No producer can boast of finer 


shaping) 5 BRANCH SALES WAREHOUSES old-growth, Douglas Fir and West Coast Hem- 


vspaper ’ , 
rs and Eugene, Oregon lock timber than that from which Rosboro lum- 
on the Willamina, Oregon ber is manufactured. 


on? 925 Toland St., San Francisco, Calif. 


The Rosboro plant was blue-printed, laid out, 
4814 Bengal St., Dallas, Texas 


the one built and equipped to cater to lumber dealers. 
ore you 4268 Utah St., St. Louis, Mo. | 

our pro Rosboro lumber gives you sales merits second 
ne mord 7 SALES WAREHOUSES to none—fine texture, uniform manufacture, 


Jer you 


se BESSONETTE & ECKSTROM proper seasoning, reliable grades. 
ly—will 2719 S. Compton, Los Angeles, Calif. 


—_— PACIFIC MUTUAL DOOR CO. 
nalize 626 Tacoma Bldg., (Home Office) Tacoma, Wn. 


ng your y 
thumb- 1407 Fleet St., Baltimore, Md. ROSBO RO LUMBER CO. 


stomels. 2141 Throop St., Chicago, Ill. 


vith Us 516 South Ave., Garwood, N.J. SPRINGFIELD, OREGON 


lanning. 
vai —“ASSOCIATED— 


ve dow! Adams and Shawnee Sts., Kansas City 

yn derin 2235 Territorial Road, St. Paul, Minn. 

wee " e DOUGLAS FIR 

ol Plywood Mills, Inc. I ReV Gm lay kela 
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General Office EUGENE, OREGON | 


Straight or mixed cars. 
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Western Wholesalers 
Offer You 
“Plus Service”’ 


It will pay you to take advantage of the effi- 
cient service offered by your Western Whole- 
salers. Their intimate acquaintanceship with 
the manufacturing facilities and resources of 
the Western mills enables them to do a top 
job in meeting your needs. The right stock 
for your order is always available at some 
of their supplier mills. 

Straight 

promptly. 
Let your Western Wholesalers demonstrate 
how well they can serve you on your next 
requirements. 


cars and mixed cars shipped 








Morrill & Sturgeon 


Lumber Co. a 
Yeon Bidg., Portland, Ore. 


Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 

























MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
WESTERN LUMBER MERCHANTS 
Eastern Office € Warehouse: 

THE C. A. MAUK LBR. CO., TOLEDO, O. 


Trio Lumber Co. 
DOUGLAS FIR 
PRECISION TRIMMED 2x4’s A SPECIALTY 
EUGENE, OREGON 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portiand 4, Oregon 


Carl E. Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH- 
PINE SPECIALISTS 


Riverside 4335 











Main 6954 





Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 
Specializing in mixed carlots. 
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SEND FOR THESE: 





New Portable Conveyor Bulletin 
illustrates Tote-All lightweight, port- 
able power conveyors for handling 
bulk materials and packaged goods. 
Included are photographs, application 
and specification data covering Tote- 
All bulk conveyors, package con- 
veyors, combination bulk-and-package 
conveyors and special machines. For 
copies write Lake Shore Engineering 


Company, Dept. AL&BPM, Iron 
Mountain, Mich. 
Tuff-Tex Greaseproof Industrial 


Flooring titles an informative catalog 
on superior quality tile flooring for 
industrial and commercial buildings. 
Literature contains full color charts 
of 12 attractive marbleized and plain 
colors; interesting photographs of 
actual installations; architects specifi- 
cations and descriptive information. 
Write the Tile-Tex Division, The 
Flintkote Company, Dept. AL&BPM, 
Chicago Heights, Ill. 


United States Plywood Corp. has 
issued a four-page brochure, with 
diagrams, describing how an occa- 
sional Weldwood chair, simple in de- 
sign, can be made easily and inexpen- 


_sively in a home workshop. The plans 


sell for 10c. Write United States Ply- 
wood Corporation, Dept. AL& BPM, 55 
W. 44th St., New York 18, N. Y. 


New Sales Promotion Booklet 
For Dealers to Distribute 

“A Guide to Better Living,” con- 
taining over 500 ideas and sugges- 
tions for home improvement. De- 
signed for dealers to distribute in 
their communities to promote more 
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Products .... Sales Aids .... Literature 






fall and winter business. Attrae- 
tively arranged, well-illustrated, 
nicely printed, 2-color, 814’’x11”~— 
32-page booklet. For free sample, 
together with quantity prices, 
write American Lumberman & 
Building Products Merchandiser, 
139 N. Clark St., Chicago 2, Il. 


New Bulletin Issued by 
"Rubatex Division" 

Rubatex Division, Great Ameri- 
can Industries, Inc., recently re- 
leased a new, six-page bulletin, No. 
RBH-5-49, dealing with the use 
of Rubatex Insulation Hardboard in 
assuring dry, comfortable floors, es- 
























Rubatex Insulation Hardboard 


I” 





GREAT AMERICAN INGUSTRIES, INC - 
RUBATEX DIVISION t 
ord, Virginia 


Bedford, vi 


pecially in cellarless houses. Ruba- 
tex is an expanded, synthetic rub- 
ber compound, light in weight, 
rigid and strong. There is low 
heat conductivity, yet high resist- 
ance to moisture and vapor. No 
added water vapor barrier is re 
quired. It is rot, vermin, and ter- 
mite-proof. The product has e 
ceptionally long life and is easily 
worked by ordinary woodworking 
equipment. For a copy of the bulle 
tin or additional information, write 
to Rubatex Division, Great Ameri 
can Industries, Inc., Dept. AL& 
BPM, Bedford, Virginia. 
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New "Vanity" Cabinet 

A new “Vanity” Cabinet priced 
low so that builders can _ install 
it as a feature of attraction in 
even the lowest priced homes was 
recently placed on the market by 
the Ideal Cabinet Corp. The cabinet 
has swinging mirrors at each side; 
the mirrors also serve as doors for 
the right and left-hand cabinets. 











The center mirror, which is sta- 
tionary, does not require fastening 
to the wall. All mirrors are copper- 
backed and encased in stainless 
steel frames. Cabinets have ad- 
justable shelves, piano hinges and 
cushion-spring door stops, and are 
equipped with toothbrush holder 
and razor blade drop. All hardware 
is chrome-plated. For more infor- 
mation, write Ideal Cabinet Corp., 
Dept. AL&BPM, 7722 Joy Road, 
Detroit 4, Mich. 


New Wall Paneling Material 
Lamidall, a new wall paneling 

material, features a tough, durable, 

plastic surface, tempered Masonite 


Presdwood base, and distinctive 
colors and patterns. The plastic 
surface resists heat, moisture, 
abrasion and impact and is un- 
affected by water, soap, beverages, 
fruit juices, alcohol, and common 
solvents. Lamidall’s decorative 


ee. 
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beauty, ease of cleaning, durability 
and economy make it ideal for wall 
paneling or wainscoting of stores, 
clubs, hotels, hospitals, restaurants 
and other commercial] and institu- 
tional buildings, as well as bath- 
rooms, kitchens, and other rooms 
in the home. Panels are readily ap- 
plied by nailing or cementing to 
existing walls without costly pre- 
paration; they’re available in a 
full range of sizes up to 4’x 12’ 
in a selection of new colors, pat- 
terns, and wood grains. A new 
folder describing Lamidall is avail- 
able by writing Service Products 


Division, Woodall Industries, Inc., 
Dept. AL&BPM, 2035 S. Calumet 
Ave., Chicago 16, IIl. 


Alloy Trim, Inc., Products 
Installed in Many Homes 

Alloy Trim, Inc., manufacturer 
of Altrico Alloy Trim, reports that 
the products are being installed in 
many medium-cost homes as well 
as some of the better known, new 
multiple housing projects and 
apartment houses. Because of the 
lightness and modern appearance 
of the Aluminum Alloy doorframe 
baseboard and window trims, there 
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*Reg. U. S. Pat. Off. 


PLYTEX* — the interesting new wood paneling 
—is building a BIG market and bringing EXTRA 
profits to lumber dealers from coast to coast. 
PLYTEX is selling rapidly wherever it is dis- 
played because it is one of the richest, most 
DISTINCTIVE wall panels ever offered! It is 
priced right and brings you a good profit, too. 


PLYTEX OUTSTANDING FEATURES 


BEAUTIFUL RELIEF GRAIN .... 


PLYTEX accentuates the natural beauty of the 
wood grain, giving it three dimensional 
"sculptured beauty''. See illustration of grain. 


INEXPENSIVE ... . 


PLYTEX retails for only a few cents more 
than lowest priced plywoods. 


STANDARD SIZES .... 


4' x 8' x 4". Available in Interior—Exterior. 
PLYTEX is processed from the best grades of 
plywoods. 


EASY TO APPLY .... 


PLYTEX in large size 
easily applied to any 


DISTINCTIVE WALL PANELING .... 


In the Home: living room, bedroom, attic, 
playrooms, dens, libraries. Commercial Uses: 
store wall, window backgrounds, counter- 
fronts, exhibits. 


For PLUS sales—display PLYTEX where it can be 
seen . . . where customers can examine it. PLYTEX 
sells itself! 


anels is quickly and 
lat or curved surface. 


Write today for Further information . 


PLYTEX CORPORATION 


Chicago Office: Cleveland Office: 
1440 Willow St. 12557 Berea Rd. 
ARmitage 6-7100 ACademy 8800 


JOBBERS: A few good PLYTEX territories still open — write. 
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is a lively demand. One of the 
features of Altrico Trim is the 
seat-tight construction which elim- 
inates wood trim or jambs around 
door openings and windows. Plas- 
ter grounds are integral with the 
Trim, doing away with the use of 
wood plaster grounds which cause 
swelling and heaving of plaster, 
eventually causing cracks and open- 
ings around doors, windows, and 
basebcards. Further details are 
available from Alloy Trim, Inc., 
Dept. AL&BPM, 217 W. 7-Mile 
Road, Detroit, Mich. 


"Fireproofer" Masonry Saws 
Offer Many Unique Features 
Fireproofer Masonry Saws, 
manufactured by masonry contrac- 
tors, offer many unique, exclusive 
features that are common to all 
models. There’s a patented cutting 
table with easy adjustment for cut- 
ting material of varying thickness. 
All working parts of the blade as- 
sembly function as a unit, increas- 
ing rigidity and eliminating parts 
and points of wear. The frame is 
of angle iron and the protective 
shielding is of extra-heavy gauge 
sheet steel; the whole is perma- 
nently welded into a single unit. 





Highest Quality Forest Products Since 1895 


J. NEILS LUMBER COMPANY 


Klickitat, Washington 


Libby, Montana 


All saws, though ruggedly built, 
are portable and may be moved 
readily. Model WF, illustrated 
here, features wet or dry cutting 
and the change-over can be ac- 
complished in three minutes. The 
company also manufactures the 
world’s only dry cutting saw with 
a built-in dust collector. Complete 
details regarding the company’s 
full line is available from Martin 
Fireproofing Corp., Dept. AL&- 
BPM, 2200 Military Road, Buffalo 








SOUNDBIL 
DOUGLAS FIR 





















The New F-F Glue Guns Offer 
Production-Line Methods 
Based upon entirely new princi. 
ples in design and application, the 
new “featherweight” F-F Gly 
Guns eliminate waste, are fully 
automatic, and are extremely easy 
to use. Both models, for dowel. 
ing, grooving and mortising, haye 
interchangeable heads to meet 
wide range of production require. 


ments. The glue is fed from , 
portable, sealed storage tank to the 
gun, and as the head or tip is ap- 
plied in use, the glue automatically 
flows to the working surface. As 
soon as pressure on the tip is re 
leased, the flow stops. A _ simple, 
non-clogging shut-off makes trig- 
ger or switch controls entirely w- 
necessary. Actual operating field 
tests have shown F-F Glue Guns 


EXTERIOR and 
INTERIOR 


PLYWOOD 
os 2 ats iin 1 








SOUNDLY MANUFACTURED HOT PRESS PLYWOOD 


The illustration shows workers loading the hot press in the 


Puget Sound plant. 


Moisture-resistant “hot press" Exterior 


Douglas Fir Plywood is a specialty with us. 

“Soundbilt" Plywood is as carefully manufactured as any ply- 
wood can be. Every step in the manufacturing process is in 
accordance with the latest accepted principles. Supervision 's 


close and systematic. 


Make “Soundbilt' your standard in buying Douglas Fir Ply- 
wood. Consult us on your requirements today. 


Pucet Sounp Prywoon, [NC. 


Tacoma 2, Washington 
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have cut labor costs up to 55 per 
cent and glue waste up to 67 per 
cent. in addition, glue odors are 
minimized by the sealed tank and 
system combination. For further 
details write the John P. Fox 
Co., Dept. AL&BPM, 303 Plymouth 
Bldg., Cleveland, Ohio. 


New Type Hardwood Flooring 
Is Laid with a Trowel 

Roc-Wood, the new and amazing 
fooring material, gives one a real 
hardwood floor installed at a sav- 
ing of 60% over the cost of con- 
ventional flooring material. Dry 
material is readily mixed with the 
Gel until it’s like wet sand, the 
foor surface is cleaned, and the 
wet material is spread on the floor 
and levelled off and troweled to a 
smooth, even surface. It sets in 
about 3 hours, depending oa room 
temperature, and after 12 hours 
it is completely dry and there’s a 
rich, beautifully-grained hardwood 
foor. This new scientific flooring 
development makes use of the hard- 
est kind of hardwood fibers, chem- 
ically treated and bonded together 
permanently with plastic, to create 
a practically indestructible, _ fire- 
proof, termite-proof, water-resist- 
ant, low-cost flooring. Further in- 
formation is available from the 
manufacturer, Roc-Wood Floors, 
Inc, Dept. AL&BPM, 3321 S. 
Pulaski Road, Chicago 23, III. 


"Shirley" Adds New Cabinets 
To Kitchen Line 

Improved linen and broom cabi- 
nets recently were introduced into 
the complete “value line” of Shir- 
ley all-steel kitchens. With double 
doors that are divided sectionally 
for convenience, the cabinets meas- 
ure 15” x 21” x 84”. The linen 
cabinet has shelves in both upper 
and lower sections, while the broom 
cabinet is fitted with shelves above 
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but retains the spacious interior 
of the lower section for storing 
long-handled brooms and mops. For 
more details, write Shirley Corp., 
Dept. AL&BPM, 530 E. St. Joseph 
st., Indianapolis, Indiana. 


Milcor Pick-Up Cart 
Has Been Streamlined 


In contrast to its standard 
Pick-Up Cart of the past, Inland 
Steel Products Co. has introduced 
one of more modern design—the 
“Gardeneer.” Fluted sides, more 
rugged wheels, and new name plate 
give this eye-catcher. real sales 


appeal. New styling gives the body 
greater rigidity. All features of the 
cart which it replaces have been 
retained in the Milcor Gardeneer 
Pick-Up Cart: hopper holds 234 
cubic feet, front tilts to ground 
for easy loading and unloading, 
two rubber-tired wheels for 
maneuverability, two back stands 
give perfect stability when cart 
is at rest, and all steel construc- 
tion provides sturdy durability. 
Attractive and durable baked 
enamel finish: body is green, while 
wheels, handle and backstand are 
orange. Further information can 








All Retail Yard Items 
Industrial Specialties 


KILN 
DRIED 


PONDEROSA 
PINE 


PLETE: 


FIR & LARCH 
DIMENSION 


Prompt Shipment of Most Items 


Never have we produced finer quality stock than we're 
shipping today. We’re operating in a beautiful tract 
of Ponderosa Pine timber, with some intermingling of 
Douglas Fir and Larch. We're shipping straight cars 
of Ponderosa Pine yard and shed items or mixing an 
assortment of Ponderosa Pine items with Fir and Larch 


dimension. 


Consult us on your needs in yard and 
shed stock, factory and industrial items. 


Alexander-Yawkey Lumber Co. 


PRINEVILLE, OREGON 


Member Western Pine Association 


Member Ponderosa Pine Woodwork 








be obtained from Inland Steel 
Products Co., Dept. AL&BPM, 
P. O. Box 393, Milwaukee 1, Wis. 


New Floor Enamel 


The concrete floor and wood sur- 
face for table tennis in this recre- 
ation room show two of the many 
uses for a new floor enamel manu- 
factured by the Benjamin Foster 
Co. The new floor enamel is based 
on Vinylite resins which provide 
a slip resistant surface that can be 
easily cleaned with soap and water. 
The paint is recommended for 


floors and other surfaces that are 
subjected to particularly hard wear 


















in homes and stores, also industrial 
and office buildings, gasoline sta- 
tions and garages. This fast-dry- 
ing enamel is unaffected by water, 
greases, oils, brine alcohols, pe- 
troleum solvents, soaps, all alka- 
lies, and most acids. Write Ben- 
jamin Foster Co., Dept. AL&BPM, 
4635 W. Girard Ave., Philadelphia 
31, Pa. 


“PNEU-vibra-MATIC" Block, 
Tile, and Brick Making Machine 


Twelve 8x8x16 precision cement 
blocks can now be produced in just 
one minute with the completely au- 
tomatic Pneu-vibra-Matic Block, 
Tile, and Brick Making Machine. 
(Tests have proved that tolerances 
can be maintained to within 1/64 
of an inch. This means a much 
stronger product and a saving in 
materials.) The new machine has 
an all-pneumatic block molding op- 
eration. There are no gears or 
shafts to wear and vary the mold- 
ing. A heavy stabilizer on the lev- 
eling head and a revolutionary vi- 
brator action assure fully com- 
pacted, even density blocks and 
bricks. The Pneu-vibra-Matic is 
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started and stopped by a simple tog- 
gle switch. With conveyors sup- 
plying aggregate and removing 
completed blocks, this machine is 
reported to produce (unattended) 
enough blocks in 2 hours and 32 
minutes to build an ordinary five 
room house (2100 blocks). Write 
Crawford Industries, Dept. AL&- 
BPM, Pomona, Calif. 


Bevel Cut and Depth 
of Cut Attachments 


Mall Tool Company announces a 
new Bevel Cut and Depth of Cut 
Attachment for the low-priced 
Model 60 Electric MallSaw. It 
provides for bevel cuts up to 45 de- 





grees. Depth of cut is easily ad- 
justed from 5/16 to 1-31/32 inches 
on straight cuts and from 4 to 
1-11/32 inches on 45 degree bevel 
cuts. This new attachment can be 
quickly fastened to the saw with no 
holes to drill. The Model 60 Mall- 
Saw, which has a 6-inch blade, is 
well known for its efficiency in 
cross-cutting, angle-cutting, rip- 
ping, grooving mortar joints, cut- 
ting metals, cutting and scoring 
tile, concrete and other aggregate 
compositions. Write Mall Tool Com- 
pany, Dept. AL&BPM, 7733 South 
Chicago Ave., Chicago 19, IIl. 
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New Velon Garden Hose 
Introduced 


Juanita Crislip demonstrates the 
ease with which Firestone’s new 
Velon plastic garden hose, which 
weighs one-third less than conven- 
tional hose, can be handled. The 
new hose, fitted with especially-de- 
signed couplings, not only is strong 
and durable but is resistant to such 
destructive factors as_ sunlight, 
heat, cold, oil and grease, mildew 
and rot. Produced in Hunter Green 
color, the hose is streamlined in de- 


.Sign, with an inside diameter of 


one-half inch and an utside diam- 
eter of three-quarters of an inch. 
It has full flow capacity. Velon 
hose is individually packaged in 
25 and 50 foot lengths. Write 
Firestone Plastic Company, Dept. 
AL&BPM, Pottstown, Pa. 
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"Spred-Satin," a New Interior 
Paint 


A new interior paint, Spred- 
Satin, introduced by the Glidden 
Company is remarkably resistant to 
rubbing. Spred-Satin can be spot- 
washed indefinitely without losing 
its color or sheen. Also, spots can 


be repainted without showing join- 
ing marks. With each purchase of 
Spred-Satin, Glidden is issuing an 
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It is the kind of flooring that 
will build repeat business for 
you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 





Prompt shipment of most 
sizes and grades. 


Send us your inquiries. 


THE OZARK OAK FLOORING CO. 


BISMARCK, NOFMA 
SMACK, Gy 


i 
EXTRA sigue ee 


9.57 xX 


.78 WN G 
j HEAT RADIATIN 
— No EXTRA COST 


F Ay . 
. 


\\ Ne. 
\*4 


give 4570 
radiating 


Majestic 
GUM V0) meadow a: 
with “Radiant Blades” 


Also ask about Majestic’s Outdoor Fireplace Units 
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Buy with confidence... 
Sell with enthusiasm... 


Products of member mills* 
of the Western Pine Associa- 
tion are well manufactured, 
carefully and accurately grad- 
ed and thoroughly seasoned. 
Sold in straight or mixed car 
lots for your economy and 
convenience. 


These Are the 
Western Pines 


@ Idaho White Pine 
@ Ponderosa Pine 
@ Sugar Pine 


These Are 
Associated Woods 
@ Larch 

@ Douglas Fir 

@ White Fir 

@ Spruce 

@ Cedar 

@ Lodgepole Pine 


* Write for Directory of Membership 


Western Pine Association 
510 Yeon Bldg., Portland 4, Ore. 


=< § 
‘- WOODS FROM 
bss | 
' ee 
WESTERN PINE 
s Y : 
‘\ u ie M (O0ee0 
\. REGION --- 
coy ‘ ‘ 
! ' 
Be ies 


Anything in 
West Coast Woods 


Manufacturers of: 
Mouldings 


Furniture Dimension 
Glued-Up Stock 
Industrial Shook 
Venetian Blind Stock 
Ready-to-Assemble 
Furniture Parts 
in fact, Anything in 
West Coast Woods! 
Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 


The Ralph L. 


SMITH 


Lumber Company 


1635 DIERKS BUILDING 
Phone Victor 4143 
Kansas City 6, Missouri 
Sawmills: Canby, Calif., and Anderson, Calif. 


Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 
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unconditional money-back guaran- 
tee and service policy on the new 
product’s washability. Washability 
is demonstrated here. See insert in 
photo showing paint being covered 
with pencil marks. Then on the 
porous newspaper page, note how 
Spred-Satin, reported to form a 
waterproof coating, permits easy 
washing of pencil marks, finger- 
prints, etc. Write The Glidden 
Company, Dept. AL&BPM, 11001 
Madison Ave., Cleveland 2, Ohio. 


Home Ventilator Display 
Unit and Mirror 


A salesman demonstrates the 
permanent wall section plywood 
display unit in which the Westing- 
house 10 PHV “Poweraire’” Home 
Ventilator is mounted. Selling 


messages on front and back of the 


display point out all the important 
features of the product. These in- 
clude a snap-on, easy-to-clean in- 
jector grill and a chain, which, 
when unclipped to start the fan, si- 
multaneously opens an_ insulated 
door on the outside wall. When 
the fan is not operating the door 
is sprung tightly closed to prevent 


outside air from entering. Write 
Electric Appliance Division of the 
Westinghouse Electric Corpora- 
tion, Dept. AL&BPM, East Spring- 
field, Mass. 


Aluminum Combination 
Window Installed on Blind Stop 
An aluminum combination win- 
dow installed on the face of the 
blind stop makes possible the fit- 
ting of storm windows on many 
types of frames and sills that pre- 
viously could not be accommodated. 
Drop sills and fadaway moldings 
require no stripping or extras. Be- 
cause narrow rolled 52S aluminum 
is used in the frames they are thin 
enough to allow for storing the 
screen or sash when not in use. A 
flat screw type lock makes draft- 
free ventilation possible by holding 
the lower sash in any wanted posi- 
tion. The removable sill is a con- 
venience feature that makes it easy 
to clean the sills as well as provid- 
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ing an unobstructed area for use 
when washing the basic windows. 
This sill also raises the window 
enough so it can be rearranged and 
cleaned from inside the home. 
Write Kaufmann Corporation, 
Dept. AL&BPM, 17210 Gable St., 
Detroit 12, Mich. 


" Auto-Lok" Aluminum 
Awning Window 


This new awning type window 
features the patented Auto-Lok 
hardware which closes the window 
automatically and closes it tight 
enough to permit effective weath- 
ering. When the vents reach closed 
position a locking device engages 
and pulls the vents tight against 
the window frame. The locking oc- 
curs without any stress on pivotal 
points or excessive pressure on an 
operating bar. A new weather- 
stripping called ‘‘Cross-Over’’ 
weathering is being used exclusive- 
ly on the Auto-Lok window, It is 
said to insure fuel savings to home 
owners in cold climates, and in 
warmer climates it will mean 
greater protection against heavy, 
driving rains and hurricanes. The 
new window is constructed from 


specially designed extruded alum:- 
num sections. Through the use of 
a unique mechanical joint, the man- 
ufacturers have eliminated the 
danger of weld-weakened joints and 
claim that they have the strongest 
mechanical joint known. Write 
Ludman Corporation, Dept. AL«- 
BPM, 21 N. W. 21st St., Miami, 
Fla. 


Protekwood Grain 
Storage Bin 


Constructed almost entirely of 
Protekwood laminated board ma- 
terial, this semi-permanent grain 
bin is designed for fast erection on 
the job, or for shop fabrication. It 


is 14 feet in diameter and 8 feet 
high with a capacity of 1,000 bush- 
els of shelled corn, wheat or other 
grain. The bin is based on design 
and test conducted at the Agri- 
cultural Engineering Department, 
University of Illinois. A folder 
giving complete plans and detailed 
instruction is available at 10c per 
copy. Write United States Ply- 
wood Corporation, Dept. AL&BPM, 
Weldwood Bldg., New York 18, 
me. Be 


New Products Announced 
by Insulite 


The new lap shingle design prod- 
uct announced by the Insulite Divi- 
sion of Minnesota and Ontario Pa- 
per Company, features an actual 
overlap that gives the appearance 
of real shingles. Manufactured on a 
core of %-inch Graylite insulation 
board that saves up to 24% of the 
heat normally lost through uninsu- 
lated walls, the new lap shingle 
panels measure a full 14 inches in 
depth. Edges of the panels are 
ship-lapped, making alignment of 
each piece simple and accurate. New 
aluminum corners that assure 4 
snug fit and an attractive finishing 
touch have also been introduced by 
Insulite. The corners are painted 
to match the color blend of the sid- 
ing being applied. They can be 
mounted either during the applica- 
tion of the siding or on the com- 
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OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. R. F. Taylor Mr. H. M. Tripp 
No. 24 Welwyn Road P. 0. Box No, 85 


Great Neck, L. L., Crystal Lake, Ml. 
New York - as 


Member Western Pine Assn. 








Q cK DEE 
d aT Carload Distr 


from 



































LUMBER CO. 


6515 Page Avenue 5601 Elston Avenue 
ST. LOUIS 14, MISSOURI CHICAGO 30, ILLINOIS 


 DEimar 1111 © Teletype SL-525 ROdney 3-4160 « Teletype CG-1464 
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Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 























Vependable Quality 


In straight cars or mixed with air 
oak dried Yellow Pine Boards and 
beech Dimension. Best of manufacture. 


Satisfaction that will bring you 
pecan ... ’ 


back for more. 


ash * 


For prompt attention on your needs 
phone or write 


Miller & Company, Inc. 


Manufacturers of 
Herdwood & Yellow Pine Lumber 


SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 1885 














——— 
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pletion of the entire job. Painted 
nails are supplied with each carton 
of corners. A new wood fiber in- 
terior finish board featuring a tex- 
tured surface and concealed nailing 
is the company’s latest addition to 
its growing list of new products. 
The interior finish will be available 
in large sheets, and in handy tile- 
board and plank sizes which are 
provided with a special joint to 
give added strength. Write Insu- 
lite, Dept. AL&BPM, 500 Baker 
Arcade Bldg., Minneapolis 2, Minn. 


Newspaper Mats Tie In 
with Bruce Flooring Campaign 


A new series of newspaper mats is 
now available for lumber dealers 
wishing to advertise Bruce Flooring 
in their local newspapers to tie in 
with the national Bruce campaign 
which is currently appearing in The 
Saturday Evening Post, Better Homes 
and Gardens, The American Home and 
House Beautiful. One column and two 
column mats are included on block, 
plank and strip floors. Mats on Bruce 
Finished Floors are also in the series. 
These point out the advantages of 
factory finished flooring for both new 
construction and remodeling. Dealers 
may secure a complete set of proofs 
by writing E. L. Bruce Co., Dept. 
AL&BPM, Box 397, Memphis, Tenn. 
There is no charge for this material. 




















( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 












Most dealers report: (4 

“Our sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 








) DONALD 
DURHAM 


















COMPANY 
Durham’s Rock- Paw wenrge 
Hard Water Putty lowa 





gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 






Malarkey Redwood Plywood 


Malarkey Redwood Plywood is 
an exterior type plywood insepa- 
rably bonded with waterproof phe- 
nolic resin glue. Said to have last- 
ing beauty and extreme durability, 
it can be used for interiors or ex- 
teriors. The product has excellent 
insulating properties and takes a 
variety of finishes. It is light in 
weight, yet pound for pound it is 
stronger than steel. Equally strong 





lengthwise and crosswise it will 
not split; holds nails securely as 
close as 34 inch from the edge. 
Redwood is easy to work and has 
low shrinkage. Standard panel sizes 
for Redwood Plywood are 4 x 6 ft., 
4x 7 ft. and 4 x 8 ft. Comes in 
thicknesses from % to %4 inch. 
Available in Sound 1 side and 
Sound 2 sides grades. Good 1 side 
and Good 2 sides subject to quota- 
tion. Redwood or Fir core at mill 
option. For special requirements 
write M and M Wood Working 
Company, Dept. AL&BPM, 2301 N. 
Columbia Blvd., Portland 3, Ore. 


Residential Steel 
Casement Windows 


Specially designed sections of new 
billet, hot-rolled steel, providing un- 
usual strength as well as a trim, 
modern appearance, are features of 
attractive residential steel case- 
ment windows, newly designed and 
produced by the Copco Steel and 
Engineering Company. Made care- 
fully to builders’ requirements and 
architects’ specifications, this new 
steel casement has numerous prac- 
tical details which make it ex- 
tremely workable for builders. Rain 
and wind are defied by the double- 
contact weathering. Easy-operat- 
ing, new-type hinges have support- 
ing wrap-around leaves as well as 
offset faces. Flash-welded corners 
guarantee tight, smooth joints and 
bring neatness and a streamlined 
uniformity to the windows. Latest 
methods of projection welding also 
assure positive location of venti- 
lators and protect against sag or 





July 30, 1949, AMERICAN LUMBERMAN & 











distortion. Smooth-working crank 
mechanism controls the ventilators. 
Write Copco Steel and Engineering 
Company, Dept. AL&BPM, 14035 
Grand River Ave., Detroit, Mich. 


Non-Metallic Sheathed 
Cable for Barns 


A new non-metallic sheathed 
cable is available for barn, stable, 
milkhouse and other farm building 
wiring where rot, fungus, ice mois- 
ture, and ammonia-laden air are fre- 
quently destructive factors. Bear- 
ing the label, NE-o-Prene Loom- 
wire, and the Underwriters’ Labor- 
atories, Inc., seal of approval for 
use up to 600 volts, this non-metal- 
lic sheathed cable is available in 
No. 14 and No. 12 wire sizes, in 2- 
conductor type, and in standard coil 
lengths. Principal points of super- 
iority claimed by the manufacturer 
include an improved resistance to 
moisture, fire and rot; increased 
mechanical strength, a smaller di- 
ameter, simplified installation, and 
a smooth, protective sheath of Neo- 
prene. Write National Electric 
Products Corp., Dept. AL&BPM, 
Chamber of Commerce Bldg., Pitts- 
burgh 19, Pa. 











Fs 
BI 


—— 


Current 
Output 


Lumb 
National] 
above pl 
the sam 
percent 
reportin 
reportin 
lent to 
gross st 

For t 
tical mi 
were 2.5 

Comp 
1935-39, 
below; 
were 1.! 
ing wee 
33.0 pe 
low, anc 


Southe 


Prod 
ern Pin 
produce 
three y 
870,000 
ments \ 
000 fee 
the thr 


Weste 


The 
ciation 
035,000 
respon 
amount 
duction 
percent 
end st 
amoun’ 


In the 


TAC 
operat: 
Monda 
their ¢ 
tion w 
Fabric 
ington 
St. Pa 
Co., N 
the D 





Lumber 
Market Analysis 


Current Statistics on 
Output and Distribution 


Lumber shipments of 415 mills reporting to the 
National Lumber Trade Barometer were 5.7 percent 
above production for the week ending July 9, 1949. In 
the same week new orders of these mills were 27.8 
percent above production. Unfilled order files of the 
reporting mills amount to 29 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 20 days’ production at the current rate, and 
gross stocks are equivalent to 64 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 2.6 percent above production; orders 
were 2.5 percent above production. 

Compared to the average corresponding week of 
1935-39, production of reporting mills was 15.3 percent 
below; shipments were 13.7 percent below; orders 
were 1.8 percent below. Compared to the correspond- 
ing week in 1948, production of reporting mills was 
33.0 percent below; shipments were 29.5 percent be- 
low, and new orders were 16.5 percent below. 


Southern Pine 


Production of the 102 mills reporting to the South- 
ern Pine Association for the week ending July 9, 1949, 
produced 14,022,000 feet, or 20.90 percent below the 
three year average. Orders for the week totaled 10,- 
870,000 feet, 22.48 percent below production. Ship- 
ments were 11.20 percent below production at 12,452,- 
000 feet shipped. Shipments ran 29.76 percent below 
the three year average. 


Western Pine 


The 90 mills reporting to the Western Pine Asso- 
ciation for the week ending July 9, 1949, cut 33,- 
035,000 feet compared to 43,812,000 feet for the cor- 
responding week a year ago. Orders for the week 
amounted to 41,822,000 feet, or 26.6 percent above pro- 
duction. Shipments totaled 30,082,000 feet, or 8.9 
percent below preduction. Gross stocks at the week’s 
end stood at 778,715,000 feet, and unfilled orders 
amounted to 154,296,000 feet. 


In the Market Centers 


TACOMA—Mid-July saw four Tacoma sawmills 
Operating and five more expected to resume cutting 
Monday as more than 3,000 mill workers completed 
their annual two-week vacation with pay. In opera- 
tion were the Defiance Lumber Co., Tacoma Lumber 
Fabricating Co., Donald W. Lyle, Inc., and the Wash- 
ington Door Co. Planning to reopen Monday were the 

Paul & Tacoma Lumber Co., the Wheeler Osgood 
.. Northwest Door Co., Pacific Lumber Agency and 
Dickman Lumber Co. Oregon-Washington Ply- 

| Co. will begin its annual vacation August 1. 
anwhile relative quiet prevails throughout the in- 
try. Indicative was the fact that Rayonier, Inc., 
‘ing $48,715, was the sole bidder for 13,300,000 
ard feet of Olympic National Forest timber at an 
on held this week at Port Angeles, according to 
st Supervisor Carl B. Neal. The firm bid mini- 
prices prescribed for the auction, which placed 

309,000 board feet of Douglar fir at $11.55 per 1,000 
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Air-dried 


Logged in 1936-1937 


HARDWOODS @ WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 


MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


QUALITY LUMBER 











TOP-NOTCH SALESMAN 


Will Work for You at No Cost! 


THE 


Not only does Zonolite 
vermiculite give you prod- 
ucts that are easy to sell to 
a large, diversified market 
—but the Zonolite sales- 
man actually calls on your 
trade. 

Zonolite salesmen get to 
the architect with your 
Zonolite story. How Zono- 
lite Plaster can reduce 
dead load, provide better 
fire protection, insulate 
against heat and cold... 
how Zonolite concrete can 
be used profitably on roof 
decks, on-the-ground 
floors, with radi- 
ant heating, in 
cavity tile walls, 
etc... how Zono- 


lite Insulating Fill flows 
freely, gives high insula- 
tion and fire-protection 
value. All this is put across 
to the architect planning a 
structure in your territory. 

Zonolite salesmen show 
contractors and plasterers 
how easy the aggregates 
and Insulating Fill can be 
handled, how they save 
work and time. 

Day in, day out, the Zono- 
lite salesman is at work for 
you! 

Find out about Zonolite 
and the profits it can mean 

to you. Write us 
today for full in- 
formation on the 
Zonolite line. 


ZONOLITE COMPANY 


135 South La Salle Street 
Chicago 3, Illinois 








Kiln-dried 









R Residential Doors 
Built for... 


=~ DEPENDABLE SERVICE 




































SHOR ly. anes 


Wood Sectional 


overneap tyre DOOR 


RAYNOR Doors with exclusive Graduated Seal 
assures lasting, smooth, dependable service. 



































See your telephone directory, or write direct for 
name and address of your nearest distributor. 








SEE Our Catalog in the NEW 1949 Sweet’s Architectural File 








RAYNOR MANUFACTURING CO. 
DIXON, ILLINOIS 


















HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE @ BIRCH @® BEECH @ OAK 
STRIP @ BLOCK 
and 
HERRINGBONE 
FLOORING 


* 
BROOM HANDLES 
GRADED SAWDUST 

































































@ 
High Grade Northern Hardwoods 
° 
Custom Kiln Drying 
* 








Members: M. F. M. A. N. H. £. A. N. H. & H. M. A, 


OCOnTO, WISCONSIN 


































LUMBER MARKET 





board feet; 500,000 feet of Western red cedar at 
$6.55; 2,700,000 feet of Sitka spruce at $3.55; 1,400, 
000 feet of Pacific silver fir at $1.80 and 7,400,000 feet 
of Western hemlock at $1.80. Earlier in the month at 
Hoquiam 545,000,000 board feet of Quinault Indian 
reservation timber went begging for want of a bid- 
der. 


SEATTLE—A lethargic market, a critical fire haz- 
ard, and unusually good vacation weather have com- 
bined to extend the usual July 4th closedowns. Output 
of logs, lumber and shingles will show a decided drop 
as compared to June. Many mills which pay the union 
vacation money and allow the men to work are paying 
the vacation money but have shut down. Log inven- 
tory as of July 1st revealed that Puget Sound total 
figures went up by 37 million board feet to 467 million. 
Columbia river during June increased stocks by 63 
million and reported 466 million for the total figure. 
Grays Harbor went up 8 million with a total inventory 
of 106 million feet. All three districts showed a 
larger inventory than as of July Ist, 1948. Tle in- 
ventory is strong in’ peeler and pulp logs which 
account for a big part of production. 
Demand-prices—Log prices for the past six months 
changed very little. Peeler logs dropped about $10. 
Sawmill logs are about the same and so are cedar. 
Small cedar is not moving but offers of $10 off prevail- 
ing prices finds no takers. High quality logs are firm. 
Hemlock logs are steady. The lumber market is rela- 
tively unchanged with hand to mouth buying persist- 
ing. Prices are not appreciably lower. There seems 
to be a feeling that they must go down another round. 


KANSAS CITY—The Southwestern lumber market 
was a fairly steady affair in the past week. Summer 
building is holding up and some hope for an expan- 
sion in business was seen for the future from the 
government’s low-cost housing project. The weather 
has been bad and rains throughout the district has cut 
sharply into output and shipments. The rains partly 
was credited with strengthening prices of boards on 
the east side of the Mississippi river about $1 a thou- 
sand in the past two weeks. On the west side of the 
river, however, prices were steady to a shade lower. 
Price cutting has developed in many instances on the 
part of mills liquidating their inventory. Many of 
the big mills are working only part-time and little 
mills are closing by the scores. It is reported that tim- 
ber owners are not cutting the price of logs to any 
extent and mills cannot buy logs and finish them at 
current prices and still make a profit. The hardwood 
market still is demoralized and quite a few mills are 
converting their operations to pine. One of the big- 
gest mills in the south last week shifted to pine, point- 
ing out that to sell No. 2 gum at $35 when it costs 
$60 to produce is not going to make a good financial 
statement. 

The box companies are not buying supplies and fur- 
niture factories have yet to make their commitments 
for the fall. On competitive bids for sizable amounts 
of boards, mills report differences of as much as $10 
a thousand, the lower price representing distress stock. 
Prices of 6-inch boards generally were about $58 to 
$60 on the west side of the river; 4-inch at $48 to 
$50 and 8-inch at $60 to $65, with the demand for the 
latter showing some improvement in the past week. 


oC, 
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SANTIAM LUMBER COMPANY 


MILLS 
SWEET HOME @ LEBANON 
OREGON 


“Santiam” SBrand : 
Old Growth Yellow Fir . Upland Hemlee 
TIMBERS — BUNDLED UPPERS DRY AND GREEN DIMENSION 


PLYWOOD AND GREEN LATH CAN BE INCLUDED IN 
: MIXED CARS 








ANNUAL CAPACITY — 100,000,000' 














THE NAME SILVER LAKE stampepD ON EVERY FOOT 
@ PACKED IN CARTONS @ 


LOWER PRICED.GRADES 
EDDYSTONE 
{, Mills and Sales Office PELHAM 


SILVER LAKE CO. | chetrchoochee, Georgia sniciiin 


SYo} fo ME ialcelle]amm.c-tollolatel Mm Olt ialolUiole) BENGAL 








PAUL BUNYAN RIDES AGAIN 


As in the old days Paul views the forest from the back of Babe 
the Big Blue Ox. The tradition of this mighty pair inspires Paul 
Bunyan’s modern successors. 


COMPLETE STOCKS FOR ALL REQUIREMENTS 
INQUIRIES WELCOME 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine White Fir Incense Cedar 


SUSANVILLE CALIFORNIA 


TRADE-MARK 


REGISTERED 














TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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Red Cedar Closet Lining 
Guaranteed 90% Red Heart or Better 


Only SUPERCEDAR is of 100% oil content 
the same uniform hig , 
quality standard that Suggest Cedar Lined 
guarantees every Closets to Every Home 
Builder. There is 


package to contain 
Nothing Better than 





















90% Red Heart or 
better, and 100% 
oil content 
which produc- 
es the pleas- 











fr wows } 
SUPERCEDAR| 





ing aroma. CLOSET 

SEALED : ‘ 
PACKAGED More home builders are 
LABELED specifying cedar lined 


closets today than ever— 

and Brown’s SUPERCEDAR 
is nationally advertised to 
thousands of new home pros- 
pects, architects and builders. 
SUPERCEDAR closet lining is 
surfaced, tongue and grooved, 
ready to put on with no waste. 

Packaged and sealed with the 

eo. C. Brown label and guaran- 
tee, famous since 1886. 


Product of 
GEO.C. BROWN & CO. 
GREENSBORO, N. C. ESTABLISHED 1886 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 





STOP! 


Slaving Over. 
Your Drawing Board 





Personalized house plans drawn 
to suit your prospect—fees as 
low as three cents a floor foot. 
Quick service. Ask about our 
“Pays Its Own Way" Re-draft- 


ing Service. 


LUMBERMAN'S 
PLAN SERVICE 


120 Machin St., Peoria 5, Il. 
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Asbestos Cement Products 
Association Elects Favrot 


Clifford F. Favrot, New Orleans, 
president of Asbestone Corporation, 
was elected president of the Asbestos 
Cement Products Association at its 
recent twelfth annual meeting. Mr. 
Favrot, as vice-president, had been 
serving as association head since the 
resignation of former president E. W. 
(Pat) Smith earlier in the year. 

The association, which is the trade 
organization of the asbestos building 
materials manufacturing industry, 
named W. R. Wilkinson vice-president. 
He is. vice-president and general 


merchandise manager, building prod- 
ucts division, of Johns-Manville Sales 

































































Clifford F. Favrot 


Corporation. S. P. Moffit of the Rub- 
eroid Company, New York, was re- 
elected treasurer and Chester C. Kel- 
sey, New York, again was chosen as 
secretary. 

Directors for the coming year are 
Mr. Wilkinson, R. R. Galloway of 
Smith Asbestos Products, Inc., Mill- 
ington, N.J.; J. E. Holbrook, Paraffine 
Companies, Inc., San Francisco; J. W. 
Humphrey, the Philip Carey Manu- 
facturing Company, Cincinnati; Otis 
Massey, the Asbestos Company of 
Texas; Ernest Muehleck, Keasbey & 
Mattison Company, Ambler, Pa.; 
Stuart H. Ralph, the Flintkote Com- 
pany, New York and R. J. Tobin, Tilo 
Roofing Company, Inc., Stratford, 
Conn. 


International Harvester 
to Erect Parts Depot 


International Harvester Company 
has let contracts for the construction 
of a million dollar wholesale parts 
depot on a five-acre plot in South 


Yames in the News 





Memphis, Tenn. The new building, 
Harvester’s fourth installation in 
Memphis, should be ready for occu- 
pancy next spring and will serve as 
a wholesale distribution center for 
parts for all company products. 
» Some 200 persons will be employed 
in the one-story building having 
138,000 square feet of floor space. 
Large loading docks will accommodate 
motor trucks and a spur track will 
be on two sides of the building. A 
mechanical conveyor system will 
facilitate the handling of large vol- 
umes of service parts. 

The Memphis depot is the fifth in 
a network of 11 to be installed at key 
points throughout the nation. 


Legg Lumber Company Rebuilds 


Excavating is underway for a new 
brick building for the Legg Lumber 
Company, Coldwater, Mich., to re- 
place the one destroyed in a $300,000 
fire last December. The one story 
structure will be 50x80 feet, com- 
pletely fireproof, and used for offices 
and small supplies. 


Fourth Expansion Move in Nine 
Years for Zegers Incorporated 


Zegers Incorporated, manufacturer 
of Dura-Seal Combination Metal 
Weatherstrip and Sash Balance, has 
moved its offices and factory to the 
larger building recently purchased at 
8090 S. Chicago Ave., Chicago. This 
is the fourth expansion of facilities 
since the introduction of Dura-Seal 
nine years ago. The new plant is two- 
and-one-half times larger than the 
old quarters at 5617 Harper Avenue. 

The 25-year-old firm also manu- 
factures a complete line of standard 
metal weatherstrips and caulking. 


Fireproofing at St. Louis 
at Through Rail Rates 


Coast-to-coast shipments of lumber 
and plywood can now be made fire, 
rot and vermin-proof in transit at 
St. Louis and delivered at the through 
rail rates. 

This new cross-country rail privi- 
lege, effective as of June 23, means 
that lumber shipped from southern 
and western markets can be impreg- 
nated by “Protexol” at the plant of 
Fox Bros. Mfg. Company, 2701 Sid- 
ney St., St. Louis, in transit to north- 
ern and eastern markets, without in- 
curring prohibitive rail costs and 
time-lapse. 

Known for more than 75 years for 
architectural millwork, Fox Bros. 
offers complete kiln drying and spe- 
cialized wood fabrication facilities, as 
well as fireproofing service. 
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Owens-Illinois Subsidiary 
Elects New Officers 


American Structural Products Com- 
pany, recently reorganized subsidiary 
1f Owens-Illinois Glass Company, has 
announced the election of the follow- 
ing’ new officers: 

C. R. Megowen, chairman of the 
board; S. J. McGiveran, president; 
E. B. Dennis, Jr., K. M. Henry and 
S. A. Kenworthy, vice presidents; 
J. H. McNerney, secretary-treasurer; 
J. S. Rinehart, comptroller, assistant 
a and assistant treasurer; 

F. Martin, assistant secretary and 
baat ine treasurer; J. A. Serra, assist- 
ant secretary and A. H. Ahlers, assist- 
ant treasurer. 

Directors are: J. P. Levis, W. E. 
Levis, Mr. Dennis, Mr. Henry, Mr. 
Kenworthy, Mr. McGiveran, Mr. Me- 
gowen and Mr. Rinehart. 

All officers and directors are execu- 
tives of Owens-Illinois Glass Company, 
the majority from the Kimble Glass 
division. The Kimble group will con- 
tinue their Kimble Glass duties in 
addition to their new assignments. 

Under the new plan, American 
Structural Products will operate the 
company’s Muncie, Ind., plant and the 
Columbus, O., plant. Television bulbs 
and other industrial and electronics 
glassware will be made at the Colum- 
bus plant. The Muncie plant will con- 
tinue to manufacture Insulux glass 
blocks and Hemingray communication 
and electrical insulators. 


National Door Changes Name 


Effective immediately, the name of 
National Door Manufacturers Asso- 
ciation is changed to National Wood- 
work Manufacturers Association. The 
new name more adequately describes 
the products of the member com- 
panies: wood windows, doors, frames, 
screens, and cabinets. Ormie C. Lance 
is Secretary-Manager, and the address 
remains unchanged at 332 S. Michi- 
gan Ave., Chicago 4, IIl. 


Hotpoint, Inc., Vice-President 
Takes Over Marketing Post 


Fred J. Walters, vice-president, Hot- 
point, Inc., has assumed the responsi- 
bilities for direction of the marketing 
activities of the company, James J. 
Nance, president, has announced. 

Walters takes over the marketing 
post with an extensive background of 
sales management. For the last two 
years he served as Hotpoint’s vice- 
president of industrial relations, and 
was responsible for developing one 
f the outstanding employment ex- 
sansion programs in the industry. 

Before coming to Hotpoint, he was 

ssociated with the automotive in- 

ustry for n.ore than 15 years. Dur- 
ng the war he switched to industrial 

‘lations, coming to Hotpoint in 1947. 

Walters has announced the consoli- 

ition of the company’s entire field 

rganization under Edward R. Taylor 
sales manager. Taylor came to Hot- 


int in 1946 as merchandising mana- 
er. 


UILDING PropucTs MERCHANDISER 


Dealers... 


OVER 10,000 
HOUSING UNITS 
BUILT WITH 


TECO “rip Lori 
TRUSSED ie 


Trussed rafters are the key to re- 

Nae duced housing costs. Write us 

R for free literature and designs for 
your builders. 


TIMBER ENGINEERING COMPANY WASHINGTON 6. D.C. 









































KILN DRIED 


Fir and Hi-Hemlock Dimension 


End-Matched Drop Siding, 
Ceiling, Flooring, D&M 


Western Red Cedar Bevel 
and Bungalow Siding 





Mouldings, Trim, Boards 
. 


> _Quality Products fiom 3 Modem Mills 


Well-manufactured from logs from our own tree 
farms. Standard West Coast Lumber Bureau Grades. 
Our fine assortment of West Coast species will sat- 
isfy your most particular customer. Our end-matched 
stock is a real cost-cutter. Try us on your next order 
—straight cars—mixed cars. 700,000 ft. daily pro- 
duction. 


WILLAMETTE VALLEY LUMBER CO. 


DALLAS, OREGON 

















The “little red schoolhouse” and its few high narrow windows has undergone quite a 
transformation with modern design, according to this outstanding example of a rural 
school recently completed near Ithaca, Nebraska. The bays of windows are Fenestra 
intermediate windows manufactured by Detroit Steel Products Company, Detroit, 
Mich. The windows are designed to provide weather protection even when open, their 
open-out vents forming canopies, while the open-in vents deflect drafts upward, and 
shed water to outside. The windows are ideally suited for schools and business build- 
ings because they have a fixed light or an in-tilting vent at the sill to prevent children 


from leaning out. 





Price Reductions by 
the Savogran Company 


The Savogran Co., Boston and Nor- 
wood, Mass., and Chicago, III., reduced 
prices on three of its most popular 
products by from 1242 to 20 percent 
as of July 15. Products affected are 
Strypeeze Semi-Paste Remover, Savo- 
gran Crack Filler, and Savogran Re- 
mover & Bleacher. 

.The new prices reflect reductions 
in the costs of raw materials and pro- 
duction economies made possible by 
increasing volume and new equipment. 


Westinghouse, Lever Brothers 
Join in Sales Campaign 


A unique consumer sales promotion 
campaign, in which soap and shorten- 
ing will sell electric appliances and 
radios—and vice versa, has been an- 
nounced by Westinghouse Electric 
Corporation and Lever Brothers Com- 
pany. 

The campaign will be carried on in 
some 60,000 Westinghouse retail out- 
lets and 300,000 grocery stores where 
consumers will get a $2 purchase cer- 
tificate toward any one specified ap- 


plianece or radio in exchange for two 
wrappers or box tops from Lever 
products. Grocery displays will fea- 
ture Westinghouse appliances while 
dealer stores will feature Lever prod- 
ucts. Newspapers, magazines, and 
radio stations are being utilized in 
the promotion. 





Companies Announce 





Altrico Sales Co., 1046 Penobscot 
Bldg., Detroit, Mich., has accepted a 
nation-wide sales franchise for Al- 
trico Alloy Trim, according to a re- 
cent announcement by co-owners John 
A. Rishel and Bentley L. Jacob. Both 
men are widely known for past sales 
and financial activities. Mr. Rishel 
spent 22 years with Goodrich Rubber 
Co. and more recently was purchasing 
agent for the Parsons Company, De- 
troit. Mr. Jacobs was active in bank- 
ing circles in the St. Louis area for 
25 years before setting up his own 
sales agency in St. Louis and Detroit, 
and directing its activities for some 
10 years. 

William R. Ganser, Jr., structural 
engineer, has joined the engineering 
staff of Timber Engineering Com- 
pany. Formerly associated with John 
M. Spooner & Sons, Inc., Mr. Ganser 
will be concerned with designing light 
and heavy frame timber structures 
and promoting the use of timber with 
government engineers. 








“A PROFIT-BUILDING PLYWOOD 


DISPLAY CABINET” . 


Say lumber dealers from 
Maine to California in 21 
states. Cabinet stocks 5 
popular hardwood ply- 
woods — Birch, Walnut, 
Oak, Gum, Mahogany — in 
30” x 60”; advertising mats, 
furniture plans, ideas make 
complete sales program. 


Write for full 
details 





a 











| AETNA’S PLYWOOD MERCHANDISER 





PLY TEX = Piywood of Sculptured Beauty 
New PLYTEX decorative plywood has three di- 


mensional accentuated grain pattern. Attractive 
wall paneling—inexpensive. Interior and exterior 
grades. Redwood PLYTEX finishes beautifully in 
rich red-brown. 

Available Now—!,4”, 3’ x 6’, 4’ x 6’, 7’, 8’ 9’. 

Ask about complete sales program on PLYTEX 
TODAY. 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Ave., Chicago 22, Ill. Phone ARmitage 6-7100 
BRANCH WAREHOUSES: Grand Rapids, Mich,; Rockford, Ill. 


SALES OFFICES: Detroit, Mich.; Milwaukee, Wis.; Minneapolis, Minn.; 
Indianapolis, Marion and West Lafayette, Ind.; Richmond, Va. See 
Phone Book. 














SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


“Member of the Western Pine Associa- 
tion, Portland, Oregon. 











a 


Lexington 2-9117 





DISTRIBUTORS OF 


SRHEVLIN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 


SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 





SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 











CHICAGO 
1863 LaSalle-Wacker Bidg. 
Telephone CEntral 6-9182 


SAN FRANCISCO 
1030 Monadnock Bidg. 
Exbrook 2-7041 
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RAINY TAKE Li LUMBER CO. Ltd, 
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GURDON BRAND 








OAK FLOORING 


Manufactured from Arkansas Oak, 
long famous for its density of grain 


and warmth of color. 


‘osu 
ty 


Gurdon Lumber Co. 


Gurdon, Arkansas 








HARDWOOD LUMBER 
HARDWOOD PALLETS 





“SERVING YOU SINCE ‘'22" 




















TC 


Oregon Lumber Co. 
Baker, Oregon 


Pioneer eastern Oregon mill—in operation 60 
years. Under our sustained yield plan of opera- 
tion, the past 60 years of performance is just 


a starter for future delivery of our products. 


—— 


Manufacturers 


Famous “John Day” 
Ponderosa Pine 


Since 1889 











Bumping Propucts MERCHANDISER 


“An Established BEST SELLER... 








NUW 


NATIONAL LOCK 


DELUXE 


CABINET HARDWARE 


An outstanding new addition to the 
NATIONAL LOCK line of sale- 
able, profitable merchandise. The 
distinctively - styled, deluxe matched 
. made of 
brass material with bright brass and lacquered 


set of cabinet hardware . 


finish. Assortment comes complete with FREE 
birch counter display board to help you sell. 





tre brass / 


_ ASK YOUR JOBBER ABOUT N-90 TODAY © 


NATIONAL LOCK COMPANY NS 


ROCKIN: SANE 9 SNC SAE NNN: LF | 
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Andal Manufacturing Company, 
Cuyahoga Falls, Ohio, has been pur- 
chased by Falls Stamping & Weld- 
ing Company. A new building is be- 
ing erected for the manufacture of 
Andal Division’s metal doorway cano- 
pies, awnings, shutters, and other 
specialties. 


Samuel F. Rolph has been appointed 
general manager of the Sager and 
Barrows Lock Works divisions of The 
Yale & Towne Manufacturing Com- 
pany at North Chicago, Ill. Mr. Rolph 
began his career in the company’s 
plant at Stamford, Conn., in 1907 and 
is the inventor of various builders’ 
hardware products. 

William Gillett, vice-president of 
Detroit Steel Products Co., has been 
elected to the board of directors of 
the Producers Council. This is the 
national organization of manufactur- 
ers of building materials and equip- 
ment. 


Devoe & Raynolds Co., Inc., 44th 
St. & First Ave., New York City 17, 
has reduced prices on its Devoe Trade 
Sales Paint and Varnish products. 
Costs were re-figured on the lower- 
priced linseed oil to establish new 
selling prices on July 18, retroactive 
on all shipments made on July 2 and 
thereafter. 


Jonathan Jackson, former advertis- 
ing manager of the Sisalkraft Co., 
Chicago, has moved to the company’s 


New York office in an executive capac- 
ity, and Thomas E. Kearney, former 
assistant advertising manager, has 
been appointed advertising and sales 
promotion manager. 


John A. Rishel, Jr., has joined the 
headquarters sales staff of Mullins 
Manufacturing Corporation’s Youngs- 
town Kitchens Division, Warren, Ohio, 
according to a recent announcement 
by Charles A. Morrow, Mullins’ vice- 
president in charge of merchandising. 
In his new position, Mr. Rishel will 
be in charge of special sales projects 
planned by Mullins; formerly he was 
manager of sales for the appliance 
divisions of The Parsons Corporation. 


E. C. Boyce has been appointed 
Roofing Sheet Product Manager of 
the Permanente Products Co., 1924 
Broadway, Oakland 12, California. 
Mr. Boyce, who has been with the 
company nine years, will direct the 
national sales program of the Kaiser 
Aluminum rodfing products produced 
by The Permanente Metals Corp. 


Curran Hardwood Co., Livingston 
Manor, N. Y., has purchased the Cum- 
ley Lumber Co. which has been oper- 
ating there for 15 years. The former 
is owned by William E. Curran, for- 
mer vice-president and general mana- 
ger of Rheem Mfg. Co., and William 
E. Curran, Jr., who graduated from 
Yale University in June. 





T. C. Carter, vice-president of 
Great Lakes Carbon Corporation, has 
been elected president of the Perlit: 
Institute, a non-profit orgyaniacur 
representing 18 manufacturers of’ the 
new lightweight insulating aggregat: 
for use in plaster and concrete. 


John A. Arnold, vice-president and 
secretary of National Retailers Mu- 
tual Insurance Company, has also 
been named vice-president of Lum- 
bermens Mutual Casualty Company 
and American Motorists Insurance 
Company. 


Richkraft Company, Chicago, dis- 
tributors of building papers and road- 
curing blankets, has appointed Lester 
R. Wroble assistant sales manager. 
He joined the company in 1945 as ad- 
vertising manager. 


Allan M. Douglass, former sales 
manager of the insulation division of 
National Gypsum Company, has been 
named general manager of the Kool- 
Shade Storm-Shade department, In- 
gersoll Steel Division, Borg-Warner 
Corporation. 


Randall Gomien Fuel & Supply Co., 
Cincinnati, has been appointed by 
Richmond Screw Anchor Co., Ine., 
Brooklyn, to distribute Richmond 


* form-tying and anchorage devices for 


concrete construction in southwestern 
Ohio and southeastern Indiana. 





ROLL-OFF 
LUMBER TRUCK BEDS 6 since 1918 








“The Active Truck Is the Money-Maker” 





Complete Beds Shipped K D' para 


EASILY MOUNTED 
Write for Catalog & Prices 


Two Minutes 


Better Than 





Two Hours 


The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 











KIRBY BUILDING 


KIRBY 


Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


“A Wood for Every Purpose” 
HOUSTON, TEXAS 











“Is it as Good as Kirby's?" 














ALIFORNIA 






SUGAR 
PINE 


California Ponderosa Pine 
cane aoe ons Stock 


SUGAR & WESTERN 


PINE AGENCY, INC. 
#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 
Pattern Lumber 
Selects and 


Shop 
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Write 
For Free 


SCREWTITE ALUMINUM NAILS stand up against 


the toughest weather conditions. They make Somples 
Aluminum rodfs strong and effective against 
the roughest winds. Their screw shank holds 
them in the wood. Their neoprene washer 
seals the holes against outside moisture. } ___ Actual 
YW size of this 
nvufactured by fine nail, 
INDEPENDENT NAIL & PACKING CO. 


CUPPLES COMPANY, st. Louis 2 


ANNOUNCING... 


That the name Geo. C. Griffith Stave Co., Springfield, 
Mo., has been changed to 


CLOUD OAK FLOORING COMPANY 


There will be no change in management. The company 
will continue the manufacture of their well-known Soft 
Textured Uniform Colored Ozark Mountain Oak Floor- 
ing, sold under the brand name “Lockwood Oak Floor- 
ing.” This flooring is precision milled and some floor 
layers have claimed that it could be laid at 25 to 30 
per cent less cost than ordinary flooring. Our brand 
has been well known to the trade since 1926. 


CLOUD OAK FLOORING COMPANY 
1912 North Weller Ave. 
Springfield 2, Mo. 
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; Attention Dealers! | 
| NEW LOWER 

| oo PRICES 

( e Aluminum 

| ® Bronze =, Newman non-ferrous metal 

; 4 i products NOW at _ lower 

i e Stainless steel prices to assure you bigger 


profits. 

TODAY—WRITE ... for 
g Bile data, prices, discounts. 
Positively no obligation. 

)| RAILS e DOORS 


iI AND ENTRANCES ;NEWMAN 
cIC LATES e 

?| THRESHOLDS 

i| PUSH AND PULL ee Inc. 

) = mawmeawiem At Cincinnati 3, O. 


ee 


also 


j! unexcelled quality 


GRILLES e@. ROPE 


6 6 6 6 ee 


PLANER and JOINTER KNIVES 


- - also high speed knives and molding cutters 
for the 


woodworking industry. 


Riegeisville, New Jersey. 


Western Agents: 
Hall & Brown, W. W. Machine Co., St. Louis, Mo. 


}UILDING Propucts MERCHANDISER 








TO ALL DEALERS 
F 





Here’s what you’re looking for 


WATERPLUG.... to stop the leaks. 
THOROSEAL... to fill & seal the surface. 
QUICKSEAL...for a beautiful finish. 


We must consider the sub- cost on 
stantial quality and reliabil- 
ity of all products that we 
sell to all our customers. 
We must be assured we 


are not paying on a huge __ tial quality and low cost. 


Standard Dry Wall Products 


BOX X. NEW EAGLE, PENNSYLVANIA 


promotion 
purchases. 
We must recommend the 
Thoro System Products to 
our trade, because they 
have proven their substan- 


our 








x to Satisfaction 
r Lumber 






STRAIGHT CARS 
MIXED CARS 


including 
lumber, plywood, doors 








DOUGLAS FIR 
WEST COAST HEMLOCK 


G 


mo THE GRISWOLD LUMBER Go. 


Manufacturers and Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 


Telephone ATWATER 8319 
AFFILIATED 
\ MILL INTERESTS: 


Carlton Manufacturing Co. L. H. L. Lumber Corp. 
CARLTON, OREGON CARLTON, OREGON 
45 Million Feet sae J 


Prompt 


Dependable 
Shipment 


Values 











15 Million Feet Annual Cut 





6| 





Funds have been appropriated by 
Johns-Manville Corporation to de- 
velop a rich, new asbestos ore de- 
posit in northern Ontario. A new 
mill has been started and should be 
completely enclosed before winter; 
the mine is expected to be in produc- 
tion by May, 1950. The mill will have 
a capacity of 50 tons of mill rock per 
hour. 


Oregon Pulp & Paper Company 
(the former Silver Falls Timber Co.), 
Silverton, Oregon, is liquidating a 
250 M capacity sawmill. 


Obituaries 
(A RNR RE A EEN 
Earle R. Deahl, district sales mana- 
ger of the Chicago Division of The 
Upson Company, of Lockport, N. Y., 
died June 20 at his home in Arling- 
ton Heights, Ill. Death was due to a 
coronary heart condition. Mr. Deahl 
had been associated with The Upson 
Company for a number of years as 
sales representative in Wisconsin and 
Upper Michigan before his appoint- 
ment as district sales manager, and 
had many friends in the building sup- 
plies and construction industries. 


George F. Gibson, 86, pioneer figure 
in the lumber industry in Vancouver, 
B. C., passed away recently. He was 
secretary-treasurer and manager of 
the old Pacific Coast Lumber Co. and 


was later in the wholesale lumber 
business in Vancouver. 


Frank H. Mather, 66, head of the 
Central City Lumber Company, Jack- 
son, Mich., which he organized in 
1908, passed away there on June 8. 
Mr. Mather was a director and for- 
mer president of the Michigan Re- 
tail Lumber Dealers Association. 


John Boss, Sr., 60, owner of Boss 
Lumber Company, Charlevoix, Mich., 
was drowned on June 9 when his car 
crashed through a steel barrier at the 
Ironton, Mich., ferry dock. He owned 
and operated an extensive logging 
business and was widely known as a 
timber tract buyer. 


How the Housing Act of 
1949 May Affect Your 


* 
Business 
(Continued from page 25) 


public housing law was passed 
about a dozen years ago, are in 
operation in upwards of 600 com- 
munities. 


Something like 300 communities 
have already stated the amount of 
public housing they’ll need. Most 
of these estimates were filed in 
1945; and a good many of them 
are now being revised upward. The 


Washington, D. C., estimate is 
5,700. Other cities which have 
filed estimates, ranging from about 
20,000 to 600, each, are Fort 
Worth, El] Paso, Houston, Memphis, 
Knoxville, Pittsburgh, Toledo, Co- 
lumbus, Cincinnati, Cleveland, Den- 
ver, San Francisco, Birmingham, 
and New York. The cities with es- 
timates already filed probably will 
get first consideration. 


CONTROL AT THE LOCAL LEVEL 


Low-rent public housing is a 
matter of local determination. The 
Federal government will not make 
even a preliminary loan to a local 
housing agency for surveys and 
planning, unless a local governing 
body, usually a city government, 
has approved the application of the 
agency for such a loan. 


It appears now that low-rent 
public housing construction in a 
community will be handled by the 
local public housing agency, deal- 
ing on a competitive basis with pri- 
vate contractors. That is, it will 
advertise for contract bids. The 
successful contractors will then 
purchase building materials in any 
lawful way they may choose. The 
buying methods probably would be 
the same for the public-housing 











-L. A. L. 


Manufacturers 


E. J. Linke, Pres. 


Lumber Corp., Carlton, Ore. 
Douglas Fir 


A Sustained Yield Operation 


Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 





Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEA 


BURNER with 
CONE GRATE 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Bulld 
BOILERS —5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


Stralght a’ Seat Seller Tubes 
SEATTLE BOILER WORKS 


TTLE, WASH. 

















BRITISH COLUMBIA 
LUMBER and SHINGLES 


PRACTICAL PLANS 
FOR MODERN HOMES 


Douglas Fir © Western Red Cedar 
Hemlock © Spruce 


Are in Position to Make Prompt Shipments 
THURSTON LUMBER CO. LTD. 


Wholesalers and Manufacturers 











Metropolitan Bldg., VANCOUVER, B. C. 











PRACTICAL PLANS FOR MODERN HOMES contains 51 
actual photos and floor plans of real houses that have 
been built and proven successful. 


Has dozens of helpful ideas on selecting the lot, choos- 
ing the proper home design and arranging finances. 


Blue prints and specifications of every design are avail- 
able from American Lumberman. 


Special prices on quantity lots of these booklets to deal- 
ers. 1 to 24 copies 20c each. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St. Chicago 2, Ill. 
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jobs that the contractors would use 
for their private building projects. 
So far as can be learned now, there 
are 10 proposed plans for public 
procurement agencies. It is ex- 
pected that the same buying ethics 
and practices will apply here that 
normally apply in private projects 
of similar size and character. It 
appears that material dealers want- 
ing to make sales would make the 
usual contacts with the contractors 
in charge of the jobs. 

Slum clearance is not likely to 
be of much importance to retail 
dealers, since this will be essential- 
ly a demolition job. But it is well 
to note that these projects, too, 
are to be handled by local agencies 
after full public hearings. No city 
will find itself involved in a clear- 
ance project unless it has first 
voted the project. The intended 
use of the cleared land must be ex- 
actly indicated before the vote is 
taken. The land need not be used 
for low-rent housing, though of 
course it may be so used. Certain 
slums are in industrial districts, 
not suitable for new housing. The 
cleared land may be used for a 
park, or it may be sold for indus- 
trial sites. 


FARM PROVISION 


Farm housing authorized by the 
Act is to be handled under the di- 
rection of the Secretary of Agri- 
culture. It will be managed at local 
levels by the agricultural commit- 
tees with which dealers became 
familiar during the war years. The 
objects, sure enough, are not the 
same. War regulations allotted 
building materials to bolster farm 
production. The present regula- 
tions will allot loans for the build- 
ing of decent, safe and sanitary 
dwellings for farmers who can’t 
finance such construction on their 
own account. 


Another suggestion: Dealers will 
have little or no luck trying to di- 
vert the regulations, spelled out in 
the law, to other construction pur- 
poses. Low-rental housing means 
low-rental housing, in terms de- 
fined by the law; and farm-con- 
Struction loans mean farm-con- 
struction loans, again as defined by 
the law. 

There are provisions, specified in 
oth r Federal laws, to aid construc- 
tion not provided for in the Hous- 
Ing Act. These provisions are still 
In e'Tect and are still highly useful. 
However, if a dealer wants to do 
So and finds it possible to come in 
under the Housing Act, it appears 
that there isn’t going to be so much 
that is unfamiliar and untried for 
him *o learn. 


Bu ING PropucTts MERCHANDISER 





ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 

Terms — Cash With Order 


Minimum Charge $2.00 
Rates: 
1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
inimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times —7c per word for each insertion. 
Minimum charge of 35¢ per line. 
For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line and when less are oosalied 
er used, regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 





WANTED 


LUMBER & MILLWORK TAKEOFF MAN 


must be qualified to take-off plans of rough 
and millwork and make his own shop draw- 
ings. Also, experience of servicing Commer- 
cial and Hesidential jobs. Knowledge of 
practical millwork essential. Wonderful op- 
portunity for the right man. State qualifica- 
tion and experience in your application. Box 
265, Mt. Clemens, Michigan. 





Wanted: Experienced yard superintendent for 
large midwestern retail lumber company. 
Must have a past performance record prov- 
ing capability. Will also need a young ex- 
perienced manager for yard in a good town 
of 15,000. We have opportunities for men 
with ambition and the drive to reach their 
goals. Tell us about yourself. Address Box 
P-22, American Lumberman, Inc. 





WANTED SALESMEN 


by large manufacturer and wholesaler of 
Southern Pine Hardwoods and Western 
Woods. One for Chicago suburbs—one for 
Eastern Michigan. Handsome income for real 
nroducers. State age, experience. references. 
Address Box P-27, American Lumberman, Inc. 





Southern Wholesaler with ample capital and 
aood Southern Pine and Hardwood. and West 
Coast mill connections, including doors and 
Plywoods, desires to add to present sales 
force. Profit sharing arranaement. replies 
confidential. Address Box P-2l, American 
Lumberman, Inc. 





SALESMEN WANTED 


Leading Southern Manufacturer of complete 
line of assembled and painted kitchen cab- 
inets and linoleum and plastic sink tops has 
several good territories open. Drawiag ac- 
count and commission. If you have good 
contacts with builders. own car, please send 
details past experience. Address P-37, Amer- 
ican Lumberman, Inc. 


* connections. 








HELP WANTED 


Large, well-rated building material whole- 
saler wants manager for wholesale lumber 
division. Must be experienced, have knowl- 
edge of buying and selling with good mill 
nless you have good refer- 
ences and a good background of successful 
experience, do not apply. Man under 50 
preferred. Address Box P-23, American Lum- 
berman, Inc. 











DETAILER AND BILLER 


Southern millwork manufacturer wants to em- 
ploy experienced Detailer and Biller. Man 
with estimating experience preferred. Give 
history of employment and references. Ad- 
dress Box N-52, American Lumberman, Inc. 





Wanted: Assistant Retail Lumber Yard Man- 
ager with experience and ability to advance 
—Growing community—Central Oregon. Ad- 
dress Box N-61, American Lumberman, Inc. 





Wanted, good line retail yard manager for 
County seat town in North Central Iowa. 
Adequate drawing account and eo oe 
bonus arrangement. Give full details of 
schooling and experience. Address Box N-65, 
American Lumberman, Inc. 





Wanted salesman soliciting lumber yards in 
the State of Michigan and northern Ohio to 
sell windows on a commission basis. Write 
Box N-55, American Lumberman, Inc. 





LUMBER BUYER OR AGENT: For established 
Eastern Wholesale Concern. We are looking 
for an experienced man with good West 
Coast Mill connections (Fir, Hemlock, Pine) 
who will work for us exclusively. May con- 
sider also agent (free lancer) who will do 
our buying on commission basis. Address 
Box P-32, American Lumberman, Inc. 





Suburban Chicago yard. Office man capable 
drawing small home plans, preparing ma- 
terial list, counter trade, etc. State qualifica- 
tions, age, salary, etc. Address Box P-3l, 
American Lumberman, Inc. 








SALESMAN WANTED 
BUILDING MATERIALS 


Travel a part of N. C., S. C. or Ga. 

Large established Wholesale Building Sup- 
ply Concern. 

Prefer age range 26-38. Experience in retail 
or wholesale selling of building materials 
essential. Knowledge in building construc- 
tion and Blue Prints desirable. 


Requires real plugger and hard worker with 
drive and sales ability. 


Give complete information and photograph 
in first letter. 


Guaranteed base salary and opportunity for 
substantial earning. 


Replies confidential. 
Address Box P-29, American Lumberman, Inc. 





CARLOAD LUMBER SALESMAN 


Experienced, to sell Retail Lumber Yards in 
Chicago area. Permanent and profitable 
position for capable salesman. CHICAGO 
WAREHOUSE LUMBER CO., 201 N. Wells 
Street, Chicago, Illinois. 





WANTED — Experienced man to have full 
charge of Millwork plant in middle west. 
making special and architectural millwork. 
Also need Detailer and Biller for same plant. 
Give complete information regarding ability. 
salary and availability when replying. Ad- 
dress Box P-28, American Lumberman, Inc. 





SALESMEN WANTED 
New screen and storm sash fastener. Liberal 
dealer’s profit and salesmen’s commissions. 
Some territories still available. Write: King- 
Chippewa Company, 2517 California Ave., St. 
Louis, Missouri. 





WANTED 
Biller and Detailer 
Experienced in Special Millwork 
Steady Position 
Good Opportunity 


THE McCLELLAND COMPANY 
DAVENPORT, IOWA 
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HELP WANTED 








YARD FOREMAN WANTED 


Must have at least five years experience in 
retail yard. Capable of handling men and 
taking complete charge of outside yard, 
Population of town 15,000. State experience 
and references. Address Box N-59, American 
Lumberman, Inc. 


Wanted Salesman—Central Illinois territory, 
by building material wholesale distributor. 
Retail lumber yard experience desirable. 
Address Box N-50, American Lumberman, Inc. 


Wanted: Experienced Retail Yard Manager. 
Oregon town about 4000 population. Do not 
apply unless you have ability and a clear 
record. Address Box N-62, American Lumber- 
man, Inc. 





SALESMAN WANTED 


For large lumber manufacturing concern. 
Must be familiar with Hardwoods and Manu- 
factured Dimension; strictly sober and a 
— Address Box N-63, American Lumber- 
man, Inc. 


MANUFACTURERS’ REPRESENTATIVES 
WANTED 


Sell FIREDAIRE, a unique, adaptable, na- 
tionally advertised, all steel prefabricated 
combination furnace and fireplace. Nothing 
else like it. Almost every home owner’ wants 
one. Creates many remodelling jobs. Eli- 
ible under FHA. In use thruout United 
tates and in Canada since 1938. With steel 
available, we are ready to promote and 
establish dealerships on a wide basis. At- 
tractive dealer proposition. If you want to 
add a rs profitable item to your line, 
write . W. Fischer. Sales Manager, 
FIREDAIRE Division, Anderson Stove Com- 
pany. Inc., Box 351, A. L., Anderson, Indiana. 


Wanted several commission lumber sal 


SITUATIONS WANTED 





Lumber Yard Manager or Salesman | 
A young aggressive, civic minded, family 
man desires a change with better future. 
Experienced in yard managing. building. 
drawing, detailing of men. apt salesman. 
State full particulars first letter. Address Box 
P-36, American Lumberman, Inc. 


Wanted position by experienced manager. 
Clean record, good health. Employed—wish 
change. Available soon. Address Box P-35, 
American Lumberman, Inc. 


Position as Hardwood Lumber Inspector. 
Understand manufacture Piling and Shipping. 
Reference furnished on request. Address Box 
P-33, American Lumberman, Inc. 








WANTED TO BUY — 
MISCELLANEOUS 








RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER 


Railway Exchange Bidg.. St. Louis 1. Mo 





RAILS: ANY SIZE OR QUANTITY 
Particularly 20 lb. 25 lb. 30 Ib. 35 Ib. & 40 Ib. 
Secure our price before selling. 
MIDWEST STEEL CORP. 
Charleston, W. Va. 








MILLING IN TRANSIT 








poe do dressing, resawing and kiln drying in 
ransit. 
Grayson Lumber Co., Inc., Birmingham, Ala. 





to sell yellow pine. hardwood, cypress. and 
west coast lumber, on a split profit basis. 
Exclusive territory. full protection on repeat 
business. We can render you a much better 
service than any one mill as we are asso- 
ciated with many mills, and if you are in- 
terested please write: E. J. Gaiennie Lumber, 
Box 1774, Shreveport, Louisiana. 





Responsible man experienced in all 
phases of millwork and cabinet shop. 
estimating, making shop drawings and 
billing. Must be capable of taking 
complete charge, on commission and 
salary, of new and fully equipped 
cabinet mill 60x120’. Unlimited oppor- 
tunity for smart, aggressive manager. 
Please give full details including age. 
experience, and references. L. H. 
Neudeck, 509 W. Casa Loma Dr., 
Bakersfield, Calif. 








SITUATIONS WANTED 








Experienced millwork executive desires posi- 
tion as manager of Mig. or jobbing business. 
Write F-34, American Lumberman, Inc. 





Manager, make mill details, takeoffs, pur- 
chases, draw plans. Now employed. Refer- 
— Address Box N-54, American Lumber- 
man, Inc. 





Position as Manager or Assistant Manager 
with progressive firm. Fifteen years experi- 
ence in retail lumber business. Several years 
as Manager and Assistant Manager. Would 
consider position as salesman with manufac- 
turer of building materials. Address Box 
P-25, American Lumberman, Inc. 





HARDWOOD LUMBERMAN 
Sepentonees office sales correspondent. Avail- 
able soon. Address Box P-30, American Lum- 
berman, Inc. 





Representative with successful sales record 
and following among lumber retailers in the 
eastern Pennsylvania, southern New Jersey 
and Delaware territories desires new major 
manufacturer’s connection or commissioned 
accounts for allied lumber dealer items. 
Address Box P-26, American Lumberman, Inc. 
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LUMBER & DIMENSION 
WANTED 








Wanted — Carload 4/4 Tight. Sound, Red 
Knotty, Rough White Pine, Kiln Dried. Penna. 
Lumber & Post Co., Inc., Hyndman, Penna. 








BUSINESSES WANTED 








Small retail yard in Northern Indiana or 
Southern Michigan town of 2,000 to 30,000 
population. Will consider part interest. Ad- 
dress Box N-33, American Lumberman, Inc. 








BUSINESS OPPORTUNITIES 








TIMBER ESTIMATES & APPRAISALS 
in Wisconsin or Upper Michigan. Write: 
Box M-66, American Lumberman, Inc. 





LUMBER YARD & MILLWORK 


Personal circumstances compel immediate 
sale of 12-yr. established yard including 2 
large buildings, 12,500 ft. capacity dry kiln, 
planer-moulder, rip saw. re-saw, radial saws, 
1945 International truck, etc. Price $21,000. 

ly $8500 cash. Balance 10 year mortgage. 
Reduced inventory at lowest cost. Excep- 
tional opportunity for experienced person. 
GLICK & ROSTAN, Clayton. N. 





LUMBER-BUILDERS SUPPLIES, WESTERN 
PENNSYLVANIA. Sales $20,000 month: two 
buildings 35x80-50x75; fully equipped: large 
lot: no competition; established clientele; fine 
for partners: with property: pace $35,000 plus. 
APPLE COMPANY. BROKERS 
CLEVELAND, OHIO 





Wanted several commission lumber salesmen 
to sell yellow pine, hardwood, cypress, and 
west coast lumber, on a split profit basis. 
Exclusive territory, full protection on repeat 
busihess. We can render you a much better 
service than any one mill as we are asso- 
ciated with many mills, and if you are in- 
terested please write: E. J. Gaiennie Lumber, 
Box 1774, Shreveport, Louisiana. 





July 30, 1949, AMERICAN LUMBERMAN & 





BUSINESSES FOR SALE 








CENTRAL CALIFORNIA 


Building Material Yard (Established 1930) i, 
most progressive area in state. Idec! locg. 
tion fronting two main streets. Warehouses, 
bunker and space for lumber (if interested 
in handling same) within short distance 9 
main yard. Gross Sales 1948 $850,000. Bug). 
ness has consistently shown net profit of |) 
to 17%. Will lease property on long ters 
at reasonable figure. Owners have other jp. 
terests and would like to do a “‘little fishin’, 
Address Box N-43 American Lumberman, In, 





ny 


FOR SALE—Rochester. New York, well estab. 
lished lumber business including real estate, 
machinery, trucks and inventory. Address 
Box N-42, American Lumberman, Inc. 











FOR SALE: Contractors’ and mill shop 
equipment business in Tucson, Arizona. Al» 
licensed for wholesale and retail hardwan, 
1948 gross sales $51,000. Exclusive distribu 
tors and dealers many nationally known tod 
lines. Stock and fixtures on hand over $ll- 
000. Entire business for $15,000. Excellent 
location with three year lease @ $1250 
month with three year option, part of stow 
subleased @ $50.00 month. ddress Bo 
N-39, American Lumberman, Inc. 




















FOR SALE—Well located Retail Lumber Bus: 
ness, buildings and 5 acres land, current 
fixed assets and inventory $130,000.00. Locat 
—Denver, Colorado. Price $80,000.00. Write 
phone or wire: J Simms, 100 West ltt 
Ave., Denver, Colorado. Acoma 0530, Acom# 
0539, Alpine 5895. 

































For Sale: Hardwood flooring plant and lum 
ber manufacturing plant turning out mould 
ing. shed stock, dimension and boards. Re 
saw and planing facilities arranged for elf 
cient milling in transit. Haxe extra capacil 
boilers, dry kilns, and dynamos. Concentrt 
tion yard with large capacity. Excellent ret 
ord of steady earnings. Well-established 
company in Appalachian timber area | 
capable management who could be retained. 
I want to retire and will sell complete pla! 
and inventory very reasonable. Address Ba 
P-24, American Lumberman, Inc. 


























FOR RENT 
Lumber Yard, 1600 ft. car siding, 10 act 
Mound Road, between 9 and 10 Mile Road 
Frame office buildings and storage. 
tax area. G. Haupert, 19409 John R. Stree! 
Detroit 3, Michigan. 









nn 























FOR SALE — Extraordinary, thriving Lumb 
and Hardware business in booming oil 
cattle town in Northern Wyoming. 1948 vol 
ume — $266,000.00. $67.000 Volume in Apt 
and May of this year, 10 exclusive agent# 
for—Farm Implements and Household App 
ances. Best opportunity to make money 
entire Rocky Mountain Area. Real ! d 
Buildings and inventory at bargain price 
,000.00. Owner has other large inter 
Call, Phone or Write: J. H. Simms, 100 
13th Ave., Denver, Colorado. Acoma 
Acoma 0539, Alpine 5895. 

































































For sale—r ble—c lete saw mill wi 
planing and molding machines. For comp 
equipment list and price write: J. D. Sing 
ton, Chestnut, Illinois. 


























NC 


